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BAREFOOT SANDAL 
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“Honest Soles” 


Characteristic of 


REG. U.S. PAT. OFF. 


JUST ONE of the outward signs 
that tell of Johnsonian's quality 
throughout. 


Quality starts with the bottoms in Johnsonian Sh 
and is built up and “in” to the very linings themeel 
and to the wood. Full, stout, selected soles, expertly : 
on Goodyear Welt machines for extra strength and we 
ability, are carefully finished for extra salability. 

leather heels, “put on to stay”, complete Johnsoniz 
bottom picture, giving the customer a good “f 
impression” of the wear and satisfaction to come f 


the Johnsonians he buys. They’re Ganitized. 


8712 — White Buck é NUMBER 9 _ INA SERIES OF 
Bal meee ADVERTISEMENTS 


. Perforated Tan 
Wing Tip and ve An- —_ 
tique Finish, Oak Sole, Grain a SF “WHAT'S BEHIND 


THE JOHNSONIAN LABEL” 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON + NEW YORK CITY - ENDICOTT, N. Y. + ST. LOUIS, MO. 
America’s Outstanding Line of Men’s Shoes Retailing at 














-« The leather used in 
this shee is made from « 
GENUINE WATER BUFFALO 

ide. Wt is as one 
of the strongest of alt 
bovine animals, making the 

WEARING and NON-SCUFFING 
qualities fer superior to any 
standing features are its 

softness p 
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IN 12/8 HEELS 


Passion red buffalo, red platform 
Palomino beige buffalo, beige platform 


Airway blue buffalo, blue platform 
Calif. yellow buffalo, same platform 
Sundust gold platform, same platform 
Multi color buffalo, red platform 
Passion red suede, red platform 
Saddle calf, brown platform 

Airway blue calf, saddle platform 
Black patent, saddle platform 

Pastel blue suede, pastel platform 
Pastel pink suede, pastel platform 
Palomino beige suede, brown platform 


Neue end Med 
umwidths INSTOCK 
to 10-day delivery 


Black suede, black platform 

Black patent, black platform 
White suede, airway blue platform 
White suede, black platform 
White suede, red platform 

White suede, saddle platform 
White suede, white platform 


IN 21/8 HEELS 


Saddle calf, brown platform 
Airway blue calf, saddle platform 
Black patent, red platform 
Passion red suede, same platform 


Multi color suede, red platform 


CESTER PINCUS SHOE CORP <X 


134 DUANE STREET 
NEW YORK CITY> 


KS 
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“PRETTY BABY” 
Everybody loves a baby. 


The Trade’s wild about our 
LO-BABY Last 


for casuals and play shoes 


HI-BABY Last 


for street and dress shoes 





—_— YOUR ALTMAN CHARCA-PLATE SAVES Time 


B. ALTMAN « Co. 





B. ALTMAN & CO. 
introducing “baby slipper” by 


Daetsch & Woodward| ‘baby shipper L Pree: 


by Le Presti mew "4l shee sithouetio 


Original ..... ee aad 
t. 


Fashion Leadership “In Amer- 43:73 
ican Design” . . . In the famous 
store of B. Altman & Co., Fifth 
Avenue, Lo Presti, leading | 
craftsman in the quality shoe pr Pe he lotta aii id 
field . . . Seymour Troy, out- ae Pe ecuted in supple, coal black 


patent on a child's last? t¢ 


. ° ‘ wry bl 
standing shoe stylist . . . com- eapatly comet has @ broad, short vamp to 
child s last, with e give plenty of room for toss 


bine to create these beautiful * thot vor. Now i to move . . . tapering high 

66 ” aN chic, werent ~— heels and low-cut side that 
shoes on D. and W. “baby ' euateete-~ contrives to make your foot 
lasts. : ner paner 


Black, brown or bh j 


Visit our display—Room 812, 814 ‘ ? supple buffalo bidet “at. 
New York store onl 


Allied Shoe Products and Style ) ro second 13-75 
Exhibit Ps | ‘3 

Belmont Plaza Hotel, 

March 31, April 1 


Daetscy « Woopwarp, iain 


ONE MAIN STREET “Designed in the Wood” BROOKLYN, N. Y. 
589 Essex St., Lynn, Mass. Mississippi Valley Last Co., 5505 Margaretta Ave., St. Louis, Mo. 








look no bigger than a minute! 
New York store only 


Second floor 
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The dependable way to insure neat, trim appeor- 

ance and comfort in shoes of these types is to 

combine rigid hee! and shank construction with 

true foreport flexibility. 

They can be as light and airy as you please — 

open at the toe, or heel, or both — but they 

must have adequate support in the shank. 
Ye the sheik portion that has to be strong 0 

UN INSOLES provide maximum s 

wherevit is needed most. silat 
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UNISHANK 


INERY ‘CORPORATION 





Wobbly walking 
results in run- 
over shoes and 
pronation. 


Walk right and 
retain longer life 
in shoes, plus 
poise and pos- 
ture 


W. B. COON COMPANY 


47 West 34th St., New York City 37 CANAL STREET, ROCHESTER, N. Y. 





Whether Celastic is purchased in 25, 50 or 
100 yard rolis, or as ready to use cut box 
toes, it arrives in shoe factories in good 
condition because it is packaged in light, 
durable, easily handled packages. 


lining, box toe and doubler are fused into 
@ single structural toe unit. That is why toe 
linings will not wrinkle. The accuracy of 
line thus achieved is appreciated by the 
shoe store man — sought after by the con- 
aumer. 
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Most manufacturers find it more economical 
to cut their own box toes from Celastic in 
roll form. Some prefer to buy their Celastic 
box toes already cut and skived to their 
specifications. 


With Celastic there are perfectly matched 
pairs — shoes with an extra dash of style, 
firm, smooth toe units with flexible tip 
lines that hold toe character even under 
conditions of extra hard wear that breck 
down ordinary box toes. 


In the factory, Celastic box toes can be 
made ready for insertion instantly. Ease of 
toe lasting wins the approval of manvfac- 
turers and their operators. Heat and mois- 
ture cannot change the structure or shape 
of a toe formed with Celastic. 


See your United Salesman 
about having a factory trial 
of Celastic. 


THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


~. 
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HEELS THAT SELL 
AT FIRST SIGHT! 


HEN a customer sees that a pair 
of shoes is fitted with Good- 
year heels, he is more likely to be pr 
sold on the shoes. | 





. . . Good CUSTOM Heel Good WINGFOOT Heel 
He knows the name itself is his best — — 


assurance of top quality and longer, 
more satisfactory service. 


=p — a 


And every customer can see that the 
neat, part-of-the-shoe appearance of 
Goodyear heels adds to the good looks 
of any shoe. 


That’s why these heels give new shoes 
a better selling-chance. That’s why 
manufacturers prefer to have these 
heels on their shoes. 


They’re aware that Goodyear rubber 
heels help sell shoes at first sight! 


Wingfost, Speedway —T.M, The Goodyear Tire @ Rubber Company ! Goodyear RIBBED Heel 








Goodyear SPEEDWAY Heel 


THE GREATEST NAME IN RUBBER TIP TO RETAILERS! 


Specify Goodyear heels when you have 
leather heels on new shoes replaced 
with rubber. And for maximum cus- 
tomer-satisfaction use Goodyear heels 
in your own repair shop. 
MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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“Thumbs Up” 
No. 731 
modeled by 


LOUIS 
WHEELER 


We named it “Thumbs Up" because as the Valiant 
British say, “It can't be beaten" where the demand is 
for the new wider BROGUE types. It is a Fine Fitter and 
SMART OF LINE. 


UNITED LAST COMPANY 


56 Cherry Street BROCKTON BRANCH Brockton, Mass. 


KRENTLER BROS. CO., ST. LOUIS 
OTHER MEN'S PLANTS a BROS. CO., MILWAUKEE 





Velame CXIX Number 4 


SOOT SHOE 


——" HEE E 








EVERIT B. TERHUNE, 
President 


Vice-Presidents 
ARTHUR D. ANDERSON 
H. WALTER SCOTT 
BERNARD C. BOWEN 
HUGH M. BOWEN 
GORDON SCOTT 


EDITORIAL STAFF 
ARTHUR D. ANDERSON, Editor 


RAYMOND L. FITZGERALD 
Managing Editor 


JOHN J. REILLY 
Art Director and Promotion Manager 


OWEN A. THOMAS, Associate Editor 
140 Federal Street, Boston, Mass. 


HARRY R. TERHUNE, Field Editor 
201 Oceano Drive, Los Angeles, Calif. 


ELEANOR M. RUTLEDGE 
Fashion Editor 


HERBERT B. GOODRIDGE 
Make-Up Editor 


RAYMOND H. GOODRIDGE, News Editor 
JOHN F. W. ANDERSON, Research Editor 
L. W. MOFFETT. Washington Editor 


JAMES G. ELLIS, Associate 
1061 National Press Bidg., Washington, D. C. 





i| 

Editorial and Executive Offices I 

100 East 42nd Street | 
New York, N. Y., U.S.A 


Publication Office 
Chestnut and 56th Sts., Philadelphia, Pa.,U.S.A. | 





Owned and Published by 


CHILTON COMPANY 
Incorporated } 











} 
100 East 42nd St., New York, N. Y., U.S.A. 


OFFICERS AND DIRECTORS 
Cc. A. MUSSELMAN, President 


JOS. S. HILDRETH, Vice-President 
GEORGE H. GRIFFITHS, Vice-President 
EVERIT B. TERHUNE, Vice-President 
J. H. VAN DEVENTER, Vice-President 
Cc. S. BAUR, Vice-President 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE 
THOMAS L. KANE 
G. C. BUZBY 
P. M. FAHRENDORF 
HARRY V. DUFFY 
CHARLES J. HEALE 














S 'tSsup 


MAIN SECTION 
Voice of the Trade 
The Recorder Picks Americana Themes for Fall 
A Day in the Life of a Shoe Man 
After-Easter Promotions for Profit 
Color Hook-Up from Coast to Coast 
N.S.R.A. Style Conference 
O.P.1. (Other People’s Ideas) 
The Editor’s Outlook 
To Preserve the Freedom of Shoe Retailing 
Comfort’s the Word in Boys’ Shoes 
Fathers and Sons in the Recorder Family 


Shoe News 


LEATHER SECTION 


Colors for Fall in American Leathers 

American Leathers Star in Tailored and Casual Shoes 
American Leathers Lead the Dress Shoe Parade 
America Leads in Leathers for Men’s Shoes 
Exhibitors at the Leather Show 


Leathers and Colors for Fall 


Copyright 1941 by Chilton Company (incorporated) 





ADVERTISING STAFF ——— 

B. TERHUNE, JR., 100 East SCOTT, E. P. 
42nd St., New York, N. Y. Tele- 
phone: Murray Hill 5-8600. 


GORDON 


140 Federal St., 
Telephone: Liberty 4460. 


B. C. BOWEN, 209 S. State St., H. 
Chicago, Ill. Telephone: Wabash 
058. phone: Sherwood 1424. 


1627 Locust 


HUGH M. BOWEN, 
Telephone : 


St. Louis, Mo. 


St., Drive, Los Angeles. Calif. 
Garfield 3347. 
} 


phone: W.L.A, 36270. 


Member, Audit Bureau of Circulations, Associated Business 

Papers. Published every Saturday. Yearly Subscription Price: 

United States and Possessions, Mexico and Cuba, $3.00; Canada, 
$3.50. Foreign, $10.00. Single copy 25 cents. 


WALTER SCOTT, Chestnut 
56th Sts., Philadelphia, Pa. ‘Tele- 


LING- 
HAM,DONALD R.MacARTHOR, 
Boston, Mass 


& 


HARRY R. TERHUNE, 201 Oceano 
Tele- 

















BOOT anv SHOE RECORDER, March, 22, 1941 


With 


rews Seven Basic Lasts 


You'll Fit More Feet 
You'll Sell More Shoes 


—And Increase Your Mark-up Weatitss 





“DREW SHOES” are youthfully styled in 
Lw ELT-INSOLE PATTER N| tailored smartness. They'll fit the foot so 


gaye yey on f beautifully that the sale is quickly and sat- 
Pes ee , ee. eghgagepa 
seer c length toes, arrow, avert er fortable ¢ et, because of their Welt con- 
Tate fll, average ‘or reduced hea sunation ee built-in features, they will 
measurements; and every variation in ? 


foot elongation. mous support the foot perfectly. A large in-stock 
department (branded and unbranded) is 


| THE WELT LAST | at your service. 


Through scientific guetaten of last de- 

with orthopedics these Seven Basic 
Lasts enable u to take care of all 
your general foot fitting problems. All 
lasts are convexed to provide oom for 
the Vita-Pedic Metatarsal “Cookie,” 
concaved to provide a firm support 
under the sca and to aid against 
inward pronation, convexed to provide 
a cupped heel seat, and extra wood 
placement to provide extra room for the 
cuboid and Sth metatarsal. 


| THE BONE STRUCTURE] 


While the relationship and function of 
So ee, eee ae Tet ae 

















LOTTA 


# Number 7088. Black Gabardine, Patent Trim, 5 Eyelet 
anc functioning of these very impor- (Hi-Riding) Tie, 91 Last, 16/8 Cuban Heel, IN-STOCK 
tant bone structures. ‘ NOW, AAAA to C, 4% to 9, $3.90. 


[ Number 7089. Same in Blue Gabardine, $3.90. 
THE FOOT 








DREW ARCH REST AND FOOT FRIEND 
SHOES TO RETAIL AT $6.85 to $7.85. 
DR. HISS BALANCED SHOES TO RETAIL 
AT $8.75. 


~ yh < or 


> YZ 


THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 
New York: 746 Marbridge Bldg. 
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MOST unusual letter that has ever 
come to the Recorper. . . . It comes 
from the friendliest of shoe men— 
C. J. Hobson of Charles Ager, Limi- 
ted, Coventry, England. Mr. Hob- 
son has been in the States and has 
adopted many American selling 
ideas. He writes (from his tempo- 
rary address: Hill Close, Berkswell, 
Warwickshire, England) : 


“After receipt of this letter we 
shall be glad if you will direct all 
future issues of the RECORDER to our 
new address 22/24 Corporation 
Street, Coventry. Our old address, 
owing to some slight petulance on 
the part of a man named Goering, 
of whom you have probably heard, 
is no longer suitable for the*honor- 
able calling of a shoe retailer. In 
short, it is nothing but a heap of 
bricks. 

“At some future date our old 
premises will be rebuilt and our 
ancient city will rise again. This is 


our hundredth year of business and 
we hope that our second century will 
not be marred by similar events. 

“You will be sorry to learn that 
Mr. Charles Baber’s business at 
Manchester has also been de- 
stroyed.” 


FRANK H. SEELIG of The Major 
Shoe Company, San Jose, Calif., 
says: 

“You might be interested in 
knowing that in our four shoe de- 
partments, located in purely agri- 
cultural sections of California, we 
have shown an increase over last 


ENN 
Ee \ 
ay 


as. 





February of 35.4 per cent. There 
has been some talk about agricul- 
tural centers not booming as are in- 
dustrial sections of the country. Of 
course, it is unfortunate that the 
boom is the result of war and dis- 
tress across the seas, but just the 
same it is here, and regardless of 
sectional differences a merchant has 


(11) 


the opportunity of making large 
gains if he goes after the business. 
“An early selling of new Spring 
merchandise combined with a few 
Mexican type sandals are the cause 
of our gain for February.” 
- . * 


*6§T can’t happen here!” Sez you! 
An order announced in the House 
of Commons, London, reduces non- 
essential factory production to re- 





lease one million workers for vital 
war jobs: 

“Factories making hosiery, tex- 
tiles, perfume, shoes, pottery and 
similar goods will be thinned out. 
Some will be closed so that others 
may work full time. Factories 
closed will receive no compensation 
from public funds.” 

From Italy, early rationing of 
shoes is indicated. The use of 
leather substitutes already has been 
made obligatory. The present rate 
of shoe production is six million 
pairs a year as against a normal, 





pre-war production of forty-five 


million. 
ae a * 

PRIORITIES! Application of a 
sweeping system of rationing for 
aluminum and machine tools is 
looked on by defense officials as the 
forerunner of similar orders in the 
United States. Among other com- 
modities considered for early prior- 
ity action are nickel, nickel-steel 
and tungsten. Step by step, up we 


go. 
eJ OHN B. McGRATH, Merchan- 
dise Counselor for Bonwit Teller, 
Inc., New York City, says: 

“What are the advantages a New 


OB DA ant 


pated 
. PRN 


voropame 7S 
WORLD 








York store has that merit attention 
from outside stores? There are four 
in particular, and they may all be 
preceded by the word ‘proximity’; 
proximity to wholesale markets, to 
design sources, to journalistic or- 
ganizations, to a large and diversi- 
fied test group—or clientele. 

“A New York store is practically 
next-door neighbor to its wholesale 
markets, for a subway or a taxi—or 
a nickel phone call—slices time into 
brief slivers. It is obvious that the 
launching of a new fashion first 
calls for speedy action on swatches, 
sketches and finished samples, un- 
hampered by the delays of corre- 
spondence and shipping. 

“The many museums and libraries 
of New York are only a part of its 
design sources. Equally important 
is the personal observation of what 
fashion leaders are wearing to thea- 
tres, to night clubs—yes, and even 
to church—remember how we all 
watch for trends in the Easter pa- 
rade? Good design must be coor- 
dinated with contemporary living, 
from whatever source it may have 
originated. Don’t think that I am 
a New York provincial—I am not 
implying that the only art or eve- 
ning life of importance is in New 
York; but it is true that this is the 
hub from which it radiates, and that 
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C89 On, 


—The war boom is on—and it's 
going to be very interesting to see 
just how it develops during this 
year of our Lord 1941. 

—lIt's my guess that it’s going to be 

a "restrained" boom—restrained 
by political power and individual 
desire. 

—Nobody wants to see a revival of 
the 1929 type of boom; that was 
too costly to everybody con- 
cerned. 

—Thus far the war boom has af- 
fected the durable or heavy goods 
industries (metals, machine tools, 
automobiles, aviation, etc.) prin- 
cipally. 

—<And only now is it beginning to 
percolate through the consumer 
goods industries (such as shoes). 

—lIt's a safe bet that there will be a 
greater diffusion of profits this 
year among industrial companies 
(and the retail trade) with a sub- 
stantial gain in gross earnings but 
a reduction in net. 

— You can't pay big taxes unless you 
make big profits, and we are for- 
tunate in not yet having reached 
the stage where profits will be con- 
fiscated. 

—So, whatever is left over after pay- 
ing taxes is still yours, and you 
can thank your lucky stars if you 
have to pay a big tax. 

—A prominent financial writer re- 
cently said: "The disposition 
among executives seems to be to 
feel quite happy to be able to pay 
large taxes to the government." 


Eben 





» =a 


President 





here one finds the most varied pic- 
ture. 

“So it is with the Fashion and 
trade publications. Their working 
personnel is as handy as the whole- 
sale markets. Speed and team work 
develop naturally. 

“The fourth advantage enjoyed 


by New York stores is a unique and 
most important one. Manhattan, 
with its familiar names of China- 
town and Times Square, Central 
Park and Harlem, is, after all, only 
one of the five sections which make 
up New York City, comprising only 
25% of its population. Think of it 
—seven and a half million people 
living in a city of three hundred 
square miles—what a quick trading 
potential and in what a_ diversi- 
fied group, from pickaninnies to 
princes! 

“In addition to the advantages en- 
joyed by New York stores, it takes 
sound planning and hard work to 
succeed in fashion—and the very 
nearness to sources and markets 
keeps us on our toes so the stores 


around us won't scoop us. We all 
have our headaches, wherever we 
live and work; but it is those head- 
aches which make of fashion the 
exciting, never-ending, guesswork- 
plus-common-sense job that it is.” 
” * * 

E. J. FANNING of E. J. Fanning 
Shoe Store, Oak Park, IIl., says: 

“Since this is to be such an over- 
whelming play shoe year, I believe 
it is wise for the quality retailer to 
take stock of the fact that he has 
a wide range of well made sports 
shoes to select from, which can be 
sold at quality prices. Many mer- 
chants, even though at all other 
times they sell in the better price 
brackets, are prone to drop to lower 
price groups when selling play 
shoes. It is most important to main- 
tain better quality policies and 
standards even in sports shoes. A 
dealer should not lose sight of the 
possibility of a Summer long selling 
period ‘of sports oxfords and high 
grade play shoes for six, seven and 
eight dollars.” 

* * - 

LITTLE people have feelings! 
They can be hurt! They’re not just 
pegs and numbers or an extra chair 
on the floor. They can feel hurts 
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much more deeply because they are 
little and faithful and proud. 


John H. Van Deventer, editor of The 
Iron Age, tells the story of one such 
little man in an editorial entitled “Sixty 
Days to Go”: 

“Today, I am going to tell you about 
such a man. A true story. This gentle- 
man was the employer of Jim Jones. 
We'll call him that, anyway. Jim entered 
the employ of this company, a prosperous 
one making luxury goods for the luxury 


Le 
trade, 49 years and 10 months ago at the 
age of 16. His ambition was a compara- 
tively modest one. At 66 he was satisfied 
with his pay of $21 per week, but he 
wanted to round out 50 years of service. 

“Jim must have given fairly satisfac- 
tory service, or his employers would not 
have kept him for 49 years and 10 
months. But six weeks ago he was fired. 
Just 60 days to go. Jim went home and 
broke the news to his family. And the 
next week he died. The doctor’s report 
read ‘died of coronary thrombosis.’ But 
his family and friends knew differently. 
They knew it was from a broken heart. 

“Jim’s employer, through ignorance and 
indifference, struck a harder blow at capi- 
talism than have any dozen parlor pinks 
or any half-dozen outright reds. For 
Jim’s friends and relatives will judge 
employers as a class by this miserable 
exception. And they will forget the over- 
whelmingly larger number who prize 
long service and protect it. 

“Sixty days to go. Two months more 
of pay at $21 per week, a testimonial 
dinner that would cost perhaps $75 and 
a few kind remarks would have sent Jim 
home happy. He was about ready to 
quit, anyway, but after 49 years and 10 
months, the blue ticket was a shock. It 
was the first time he had been fired. 
And as it turned out, it was the last 
time, too!” 





* * * 


JOHN A. DONNELLY, president 
of John A. Donnelly & Co., Balti- 
more, Md., says: 

“A customer of a store is not al- 
ways a friend of a store, but a 
friend of a store is always a cus- 


tomer. Today stores need more 
friends as well as more customers. 
You know that some customers now 
on your books will not be there a 
year from today. They will have 
joined the limbo of once-active cus- 
tomers who have discontinued trad- 
ing. 

“Customers comment on prac- 
tices that please them, thus confirm- 
ing the good judgment of those lay- 


ing down the store's policy. In like 
manner the customer voices his dis- 
approval to anything that is not 
geared to his needs. 

“You will have no ‘fifth column- 
ists’ if you give the customer what 
he wants in the manner in which 
he wants it. How about statistics? 
Do they tell about the customer? 
Yes, they do, but they don’t tell 
enough. Statistics show us clearly 
what the customer does, but the rea- 
son for his actions is hidden from 
us. 

“We are all interested in retain- 
ing the customers we now serve; 
keeping them on our active list of 
purchasers. Steady customers are 
the lifeblood of any business. Satis- 
fied customers are admittedly the 
best and cheapest form of advertis- 
ing. Repeat business is an ever-in- 
creasing source of new business.” 

co * 7 

BRR. L. PRATHER, who played a 
part, and a living part, in shoes 
for forty years or more, is living 
a gentleman’s life in La Mesa, 
Calif. He still retains his gift of 
expression and his letter to us 
reads: 

“When the sun goes westward 
the picture is so beautiful it almost 
hurts. The deep purples of the 
canyons, the azure tints of the foot- 
hills where the blue rises like mist 


























from a waterfall. The shadows 
lengthen and colors change every 
minute. A great flock of robins fly 
over on their way to their nightly 
roosting. Mountain blue birds lin- 
ger on in my garden. Their wings 
and underbodies flash in the sun 
like blazes of sapphires. 

“I look down into my orchard 
and see golden oranges ripening. | 





have limes and lemons and part of 
a quart of Biltmore Bourbon. | am 
content. It is well to be here. I 
can escape the war. If I turn off 
the radio and leave the papers un- 
read I escape it all. 

“San Diego is in a war boom. A 
regular, hell roaring, bonanza, 
Cripple Creek, Klondyke Boom. The 
old town being transformed into a 
wild, delirious place of reckless 
spending and disregard of the rules. 
Thousands of men of all kinds 
throwing together government 
buildings to clutter up the land- 
scape and rot in a few years.” 

He once was a trade paper guy 
and still can throw a nice line. 










































































“Listen Buddy—you handle the shoe industry. I'll take care of the windows.’ 






































Mr. Kohl is friendly and well liked. A large number 
of his customers know him personally. He radiates 
a genuine welcome when they come into his de- 
partment, and he sees that they are fully satisfied 
when they go out. Here he greets a customer. 


Displays are very important—both window and in- 
side; but only regular stock is used in them. Thus 
customers can have pairs from the window, if they 
so desire. Mr. Kohl is dressing up an inside niche 
in this shot. He is careful that the shoes are bright. 
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Mr. Kohl doesn’t leave all the fitting up to his 
assistants; he’s right there, anxious to give his cus- 
tomers shoes that will please them and bring them 
back. Here he is on the fitting stool, explaining a 
few points. He has a large personal call trade. 


Mr. Kohl believes in keeping in close touch with all 
phases of the business. Checking stock is one of 
the important tasks, and here he is busy at it with 
his right-hand man, Harry Narrance. Mr. Narrance 
has been associated with Mr. Kohl for nine years. 
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A DAY INTHE LIFE 
OF A SHOE MAN... 


@RRIN A. KOHL is shoe buyer at The B. R. Baker Com- 
pany, smart men’s and boys’ furnishings store, at 1001 
Euclid Avenue, Cleveland, Ohio. He has full charge of all 
footwear, with three departments to supervise—the regular 
meri’s shoe department on the first floor, the children’s shoe 
department on the third floor, and the basement department 
of popular-priced footwear. 

The men’s and boys’ shoe departments in this store are 
among the finest to be found in this country. The former 
was described in a story appearing in Boot & SHOE 
RECORDER of July 27, 1940, and the latter was described in 
the issue of Oct. 5, 1940. The B. R. Baker Co. has the repu- 
tation of operating one of the finest quality stores in Ohio. 

Mr. Kohl is a firm believer in personalized service and is 
on the job each day. He likes ping pong for Winter exercise, 
and fishing or outings for Summer recreation. He is a de- 
voted family man, and his wife and two fine children usually 
accompany him on the outings and fishing trips. 


Here Mr. Kohl is shown with his favorite companion 
—his wife. Outside of store hours they share much 
of their time together. As this is being written, they 
are enjoying the thrill of moving into a new and 
very attractive home, built to their own order. 


Mr. Kohl chooses ping pong for his Winter recrea- 
tion and exercise, and is pretty adept at the sport. 
This picture was taken when he was playing a former 
local champ. His pipe is a good companion while 
playing, but is never seen in the shoe department. 


Bud (aged nine) and Janet (ten) are the pride of 
the Kohl family. Both enjoy the family outings in 
Summer as much as do their parents. There’s a big 
thrill to selling shoes with youngsters like these 
rooting from the sidelines to cheer a fellow along. 











STYLE is a continuous thing, merging and blending 
the fashions of succeeding seasons, adding new ideas 
as others are dropped, and even repeating, with new 
touches to create extra interest, basic perennials that 
seem to go on forever. 

By the same token, Spring does not end at Easter. 
Even when Easter comes as late as April 13, there are 
women who will be looking for Spring shoes after 
Easter, including both the first-timers and the repeaters. 
It’s good business to do a real promotion job before 
Easter, but don’t think that entitles you to “coast” on 
into Summer. An after-Easter let-up means an after- 
Easter let-down—and, with all the interesting angles for 
promotion there’s absolutely no reason for a promo- 
tional hiatus during the Spring-into-Summer weeks. 

Every section has a different set-up, but here are some 
points to check. Suits will carry on. The line-up in- 
cludes tailored suits, dressy suits, dressmaker suits, cape 
suits, mix-match suits. The tailored suit news indicates 
the development of the “dress-up” trend we hear about 
so often. It means women are recognizing that casual 


Cut-out apple blossoms on white wire are backed 
attached 


material, to give an effect of softness. 
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and play clothes have an important place in their ward- 
robes, but it is definitely NOT good taste to carry a 
good thing so far as to intrude upon occasions when 
dressy or tailored clothes are the only proper attire. 
That is a strong point for promotion people to remember 

and encourage. * 
Early, prints were promoted as under-coat fashions. 
Now, coats-off days bring them out into the open, and 
their real season begins. There are dressy prints, tai- 
lored prints, and the more casual shirt-maker and shirt- 
waist dresses. In shoe promotions, both color and style 
are important. Colors to pick up the background tone 
of the print, or colors to point up an accent color in the 
[TURN TO PAGE 37, PLEASE] 















edging end flowers extend upward from the back edges of a slop- 

the setting ing triangular green panel. Tree, and 

sun are cut from starched tarlatan or painted 

wire screen. Pink flowers are in the green tree; 
the clouds are white; the sun yellow. 










Create a New Spring-into-Summer At- 
mosphere in Your Store for the Impor- 
tant Selling Period That Begins in 
Mid-April and Carries on into the Out- 
door Season. 








by R. E. ANDRUSS 
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There is a complete color pro- 
motion story in this smart Spring 
costume. From hat to shoes every 
part of it has been made and co 
ordinated by a group of eight 
manufacturers cooperating under 
the name of Color Affiliates. 
Latin America has inspired their 
new Spring colors. Brazilia 
Beige . . . rich color of coffec 
whipped with cream .. . for 
the Mallinson crepe dress. Argen- 
tine Navy .. . glossy “black 
haired” blue . . . for the froz 
trimming and Kislav_ glove:, 
Koret bag and Delman box 
pumps. G. Howard Hodge’s gay 
hat is Argentine Navy, too, wit): 
poppies in flaming Chile Sauce. 


COLOR HOOK-UP 
FROM COAST TO COAST 


EN the past two months promotion-minded stores across the country have done a big 
job in the launching of novelty colors in dress, accessory and shoe departments. This 
has been called a “color year” and the stores have been doing their best to make it 
one. Among the half-dozen colors featured in individual stores, one or two or three 
have had marked success and can be counted on to~carry through Easter and into 
Summer. Among these, red seems to be number one in all parts of the country, in 
all leathers . . . kidskin, calf, suede and alligator. Bright red, called variously Paint 
Box Red, Singing Red, Red Paint, etc., is extremely popular, partly due to the 
importance of the patriotic theme. Newer and more subtle are the softer, bluer reds 
like “Heart Beet” and Lord & Taylor’s rich, true red, “Red Cent,” just out last week. 
The beige to brown family is the other color leader throughout the country. In 
most stores the biege, saddle, honey tones are selling best in tailored and casual types, 
and, of course, in sport shoes. Alligator shoes in these tones are considered good 
for extra pairs. Cocoa browns are reported as selling successfully in several stores. 
They have been recommended to wear with beige, navy and pastels. Dark brown for 
Spring is still a style, not a staple, color. It owes its popularity in a good many stores 
to the popularity of beige costumes . . . both woolens and silk prints. 
Following are successful promotion colors in indi- [TURN TO PAGE 36, PLEASE] 
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N.S.R. A. STYLE 
CONFERENCE 


Mareh 31—April 1 
Waldorf-Astoria 
NEW YORK 


JACK I. STRAUS 
President, R. H. Macy & Co. 


ALTHOUGH the formulation of a shoe fashion pro- 
gram for the Fall season will be the primary purpose 
of the Style Conference to be held March 31 and April 1 
at the Waldorf-Astoria Hotel in New York, merchandis- 
ing and economic problems facing the shoe industry 
will also come in for discussion by prominent speakers. 

The situation in the leather market and the price out- 
look will, as usual, be discussed in detail by Merrill 
A. Watson, executive vice-president of the Tanners 
Council of America, who will appear at the opening 
session in the Starlight Roof of the Waldorf, Monday 
morning, March 31. The subject of his talk will be 
“Observations on the Shoe and Leather Market.” At 
the same session Jack I. Straus, president of R. H. 
Macy & Co., New York, one of the most prominent and 


To Formulate a Fashion Program for 
Fall Shoes and Discuss Trade Problems 
in Relation to National Defense. 


successful retail organizations of the country, will speak 
on “The Defense Problem—A Merchant’s Viewpoint.” 

Other speakers at the opening session Monday will 
include Mrs. Edna Woolman Chase, editor-in-chief of 
Vogue, and Carl Burgstahler, of Chicago, president of 
the National Shoe Retailers Association, who will de- 
liver the introductory address. Another feature of the 
program will be a style presentation with living models, 
entitled “Fashion and Footwear on Review.” Fall styles 
in shoes and apparel will be shown on the runway. 

The other sessions of the style conference will follow 
the general pattern of previous seasons. On Monday 
afternoon at 2 o'clock the Men’s Style Committee of 
the National Shoe Retailers Association, of which 
Steven J. Jay, of R. H. Fyfe & Co., Detroit, is chairman, 
will meet in the Jade Room of the Waldorf to formulate 
a men’s shoe style program for Fall. The Women’s 
Style Committee of the association, with Albert Wach- 
enheim, of Imperial Shoe Store, New Orleans, as its 
chairman, will meet at the same place Tuesday morn- 
ing, April 1, at 10 o’clock. “The Court of Shoe Style 
Opinion” will be a feature of this meeting. The con- 
cluding session will be a meeting of the Children’s Style 
Committee, of which George N. Geuting, of the A. H. 
Geuting Co., Philadelphia, Pa., is chairman, in the Jade 
Room, Tuesday afternoon at 2 o'clock. 
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A Boot and Shoe Recorder Department 


orgy PEGPLE ‘ <a 


What Sizes—Draftees? 


Will Feet Get Bigger After Army 
Training? 

Norman L. Kuehner of Fisher's 
Shoe Store, Trenton, N. J., says: 

“Feet are getting bigger’ has been 
a password for some time. Inasmuch 
as we stock shoes up to size 14 in 
this store and get a turnover on them, 
I am going to prove this point. On 
a visit to Fort Dix, New Jersey, the 
other day, I had quite a talk with 
a Captain who told me how he had 
revised the foot size schedules at the 
post. He showed me the following 
schedule of sizes as issued to an in- 
fantry group comprising 2660 men. 
You will note that there are 124 sizes 
in this scale over size 12. If this is just 
a cross cut of men in the metropolitan 
area, what is going to happen when 
these men are mustered out of ser- 
vice? 

“There is going to be a big de- 
mand for some good snappy styles 
when these men get out of the army 
and the retailers and manufacturers 
had better get together so that when 
a man walks in and asks for a size 
14 EE, the clerk won't have to give 
him the old, old story, “We don’t 
stock that size but we can have it 
made up for you.’” 


The Breath of Spring 


Here’s a cheery note seen in the 
window of a smart Madison Avenue, 
New York, shoe shop. 

The latest in Spring shoes are dis- 
played against a background of pale 
rose cloth with sprigs of artificial 
flowers pinned thereon. Display 
stands of pale rose rest on a flooring 
covered with baby blue colored cloth. 
A warmth of illumination is created 
by four fluorescent lighting tubes 
above each window—two tubes of 
daylight and two tubes of pink. 


a's ae 


“Where Style and Economy Meet” 
(Levy's, Jacksonville, Fla.) 


* * * 
“We've Got a Problem!” 


Recently a Texas shoe store re- 
quested the assistance of the buying 
public to help them select the proper 
shoes to recommend with the new 
Spring costumes. 

Enlisting the aid of a nearby smart 
dress shop, they outfitted two window 
manikins in the latest dresses and 
apparel for Spring. The models were 
complete in all except shoes, being 
seated in the window in their stocking 
feet. A dozen smart street shoes were 
arranged at the feet of each model. 
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SHOE SIZES FOR 2,660 ENLISTED MEN 
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by JOHN F. W. ANDERSON 


Signs at the back of the window in- 
vited shoppers to pick out the ap- 
propriate shoe for each model and to 
step in and tell the manager. 

The following week, the manikins 
were shown fitted with the shoes that 
had been picked out by the vote of 
the public as being most suited for 
the models’ dresses. Large signs 
thanked the public for helping the 
management out with this perplexing 
problem. 

a * * 
“Whipped Cream Whites” 
(W eil-Maas, 


* * * 


Use of the Flag 


The United States Army has re- 
cently, for the first time, issued official 
regulations for the display of the 
American flag. These facts should be 
useful to the retailer in window and 
interior displays and in newspaper 
advertising. 

The national flag, it is ruled, should 
have the blue field to the observer’s 
left when it is hung from a wall. 
On a rostrum it should be displayed 
above and behind the speaker’s stand. 
When suspended across a street, the 
stars should point toward the east 
or north. The flag is never to be used 
as a drape for a platform, desk, chair 
or bench. 

The Department of Commerce am- 
plifies these facts with a new booklet 
on “The Flag of the United States— 
Its Uses in Commerce.” The hand- 
book covers the correct use of the 
flag for commercial use such as in 
advertising. 

Although there is no Federal legis- 
lation covering use of the flag, every 
state of the Union has laws relating 
to its use in advertising. These laws 
and the flag code of the National 
Flag Conference are included in the 
handbook. The booklet, known as 
Trade Promotion Series No. 218, can 


Tampa) 
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BEST IDEA OF THE WEEK 
A POST OFFICE WITH A PURPOSE 
(M & B Shoe Store, Gary, Indiana) 


O. P. Ideator—“What’s this I hear about you hav- 
ing your own post office? You're not competing with 
Uncle Sam, are you?” 


Owner Ed Milgrim—“By no means. It’s just a 
part of our method of keeping accurate sales records 
though I must admit that that pigeon hole arrange- 
ment in the back of the store does look pretty much 
like a country post office.” 


O. P. Ideator—“Just what is delivered here?” 


Mr. Milgrim—“Here, at the end of each business 
day, are deposited cards recording size, heel height, 
style and material of every shoe sold. These cards, 
part of our complete recording system, are fastened 
to the end of each box of shoes and remain with 
these shoes until they are sold. Each card also con- 
tains other pertinent information which is recorded 
on the books after it leaves the post office. This in- 
cludes stock number, type of shoes, factory from 
which the shoes were purchased, factory last number, 
wholesale cost and selling price. At the end of each 
day the cards for each pair of shoes sold are sorted 
and placed in their proper pigeon holes. A record 
is then made of the exact number of pairs sold in 
each style, material and heel height.” 


up-to-the-minute inventory picture as well as an excel- 
lent guide as to selling trends.” 


Mr. Milgrim—‘T'll say it does. As for example, we 
know from day to day whether gabardines, patents 
or suedes are in greatest demand and can gauge our 
re-orders accordingly.” 


O. P. Ideator—“What is the reason for the heel 
height classification?” 


Mr. Milgrim—“You'd be surprised how important 
that is and we watch it as closely as any other classi- 
fication, for usually heel height, more than other 
details, is an indication as to what may be ahead in 
buying tastes and trends. It reveals many things. 
For instance, although there was a general trend 
to lower heels in our trade during the past season, 
we found through this classification that high heel 
dress slippers gained in pairage over low heels, a 
prediction which is being borne out in the demand 
for certain types of dress shoes this Spring.” 


O. P. Ideator—“How you analyzed that is beyond 
me. Maybe you should furnish a code book with 
this system as a guide toward perfect retailing. But 
if retailing could be narrowed down to a system of 
all hits and no misses, there would be little use for 





O. P. Ideator—“I can see that this gives you an 


retailers.” 








be obtained for ten cents from the 
Superintendent of Documents, Gov- 
ernment Printing Office, Washington, 
D. C. 


Sell "Em the Whole Works! 


Most men’s shoe stores and depart- 
ments sell polishes, leather treating 
oils, brushes, etc., to aid the customer 
in keeping his shoes in tip-top shape 
himself. But, in a New York shoe 
store, we have just seen our first 
complete shoe polishing outfit. The 
store sells its customers all the equip- 
ment packed neatly in a wooden pol- 
ishing box about twelve inches long 
by eight inches wide by fourteen 
inches high. When the customer buys 
this outfit, he knows that he has the 
complete equipment so necessary to 
do a proper cleaning and polishing 


job. 
_ om — 


“Confetti Colors—with all the mad 
gaiety of a Mardi Gras” 
(A. S. Beck, Miami) 


- * ° 
Easter Sunday, April 13, 1941 


Easter is three weeks later this 
year, giving more chance for early 
Spring selling. In fact, in some 
localities shoe merchants are plan- 
ning two Spring selling seasons. If 


the amount of pre-Easter shoe adver- 
tising in newspapers is any criterion, 
the shoe business should be good this 
Spring. Here are some ad phrases, 
some new, some used, that may be 
useful to you in your store displays 
and newspaper advertising: 

“The Easter Parade Starts with 
Your Shoes” 





solve the 

problem 
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Yes, Al Gude, A + B + C = PP 
(profitable prestige) 


“Shoes are a practical Easter Gift” 

“Easter Firsts” 

“It’s Easter and Spring has Really 
Begun!” 

“March into Spring with Easter” 

“Tt’s new for Easter.” 

“The New Shoes for Easter are 
Here.” 

“Supporting Cast for Your Easter 
Costume” 

“It’s a Gay Spring” 

“At your feet for Easter” 

“For Springtime and Eastertime” 

“For a softer Spring” 

“Shoes for a Darling Daughter” 

“Fashion Wise from Toe to Heel” 

“Shoe Notes for Spring” 

“For You—Who Like to Wear the 
Newest” 

“We put our best foot forward” 

“Lady be Good!—to your feet this 
Spring” 

“Spring Walking Scoop” 

“Presenting the Fashion Story for 
Spring” 

“Your 
Spring” 

“Colors for a Gay Life!” 

“We Believe in Play” 

“Smart Groundwork for 
Costumes” 

“For Every Walking Minute” 

“Shoe Wardrobe for an Early 
Spring” 


Smartest Step Toward 


Spring 
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Crescendo on the Cash Register 


I WAS in a store, the owner of which had bought 
himself into bankruptcy. He couldn’t resist buying 
everything. His pleasure was in his buying—and his 
labor was in his selling. Believe it or not, but in a 
stock of 3500 pairs of men’s shoes there wasn’t an 8-C 
left. Here was a piece of the dialogue: 


“How did you get into this condition?” 

He replied: “Oh, the shoe business is all this and that.” 
“What do you mean this and that; what do you mean?” 
“When I show them this, they want that.” 

“Why don’t you sell them that?” 

“I ain’t got any of that.” 

“Why don’t you sell them this then?” 

“They won’t take this.” 


So there he was, out on the sidewalk in a day or two, 
maybe looking for a job. 


Well, there’s a lot of buying going on that’s high, 
wide and handsome because of an eagerness to get 
something that everybody else wants. The public wants 
what it wants and won't take anything else. Filling up 
a store just because the shoes are new doesn’t solve 
the problem because what is bought in haste is usually 
repented in leisure. 

The next ten weeks are the top weeks of the half 
year. In them you must sell more shoes, a pair at a 
time, to more people because every dollar that you take 
in is bigger now than it will be later. You heard what 
our President said the other night: “You will have to 
be content with lower profits—lower profits from busi- 
ness—because obviously your taxes will be higher.” 


If you can see facts, you can face them—and you 
are in a situation where the facts are cold and clear. 
It’s going to take all we have, and more, before we see 
daylight and peace. The President also said: “You'll 
have to work longer at your bench or your plow or 
your machine or your desk.” 


So every minute must count, particularly in Spring- 
time selling. Do you know that if the man at the fitting 
stool, selling good shoes, is able to fit, serve and collect 
from three more customers per day he can increase 
his wage from $30 to $40 by that three-pair margin? 
It is amazing what a steady pick-up of sales will do for 
a business. It may be the difference between “no-profit” 
and profit in the ratio of an increase of three pairs per 
clerk per day over your present daily average. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Therefore, it is selling time ahead—an all-out effort 
to get more shoes sold right. 


The public is walking your way—for we are coming 
into a period of pedestrianism, encouraging to feet and 
to shoes. All of this marching that the boys are doing, 
in the army, is having an effect not only upon them 
but everybody else. The transportation strike in New 
York taught several million shelf dwellers that there 
was more to feet than adornment. 


The types of shoes we are showing to the American 
public are more foot shaped than they have been since 
mechanized shoemaking began. So you see, Spring 
this year is of significant importance to the public as 
well as to shoe men. 


Slowly but surely deep and serious changes are com- 
ing in production and distribution and in our daily 
lives. The President put it: “Let me make it clear that 
the nation is calling for the sacrifice of some privileges, 
not for the sacrifice of fundamental rights; and most 
of us will do it willingly.” 


There should be nothing to subtract from the privi- 
lege of walking in the right type of shoes. This isn’t a 
little, trivial twist to a fact-phrase; but rather a decla- 
ration of the need in the more active world for the 
right shoe in the right last for the right purpose. Peo- 
ple can get along with less things if they have to but a 
living, virile people must have proper shoes, shaped to 
their foot and built to serve a purpose. 


We cannot standardize on any collective system the 
footwear of a nation. Each person is too individual- 
ized—the foot at least—to permit that to happen, except 
in the final extremity—a national economic crisis; and 
even then it is not advisable. 


But we will cross those bridges when we come to 
them. At the moment the need in the land is for new 
shoes on every pair of fect, for Easter. There is a pos- 
sibility of abundant trade in the light of increasing 
payrolls and increasing interest in new shoes. 


The next ten weeks should be played crescendo on 
the cash register. 
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Made by Avon Sole Company in four basic types of 

DuFlex NAP | ae material . .. GumSar, Gristle, Crepe and Nap. Featured 
in many up-to-date styles . . . Du-Flex Soles are widely 
recognized for their superiority and proved by many years of 
successful use on the best footwear for men and women. 
LIGHT IN WEIGHT — Yes, they’re the lightweight champions. 
Special Du-Flex processes make them that way. HIGH STYLE — 
Always with an ear to the ground, expert stylists keep 
Du-Flex Soles in step with latest fashions. LONG WEAR— 

They hold endurance records, too — due to careful 
selection of materials and exclusive methods of 

treating them. DU-FLEX TRADE-MARK — Recognized brand 


of quality in rubber soles. You find it on the better shoes. 
DuFlex Rounder pinnae 


AVON SOLE COMPANY 


AVON, MASSACHUSETTS 


DuFlex Napline 
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sax. 


seas: inviting as a 


-=. Lightness, supreme flexibility and soft-feeling shoes for 
‘summer are as appealing to women as orchids are 
for evening wear. New Star Brand summery fashions 
just out have all three of these desirable features, and 
» more. Styles are new and as varied as. flowers in a 
*"-garden. Their improved construction gives them a 
delicate smoothness and a feathery feel that will win 
the heart of the most fastidious. Just to hold one of 
the shoes in your hand for a moment is enough to 
make you realize the marvelous sales appeal these shoes 
can exert for you at the fitting stool. You really should 
see them. Styles are available in each grade and price 


range. Call for your Star Brand sales represenitative! 


F 
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BooT and SHOE RECORDER Salutes the 


NATIONAL SHOE RETAILERS 


ASSOCIATION 


and Pledges Its Co-operation in the Endeavor to 


Maintain the American System of Industry, with 


Opportunity for Ali to Profit according to the 


Service Rendered. 


CARL BURGSTAHLER 
F. E. Foster Co. Chicago, Ill. President 


To Preserve 


DAVID S. HIRSCHLER 
Hofheimer’s Inc., Norfolk, 


L. E. LANGSTON 
Executive Vice-President 
Va., Treasurer 


The FREEDOM of Shoe Retailing 


THESE are critical times for the nation and critical times 

_for American industry. New problems confront the busi- 
ness man, who must think and plan, not only to serve the 
country in connection with national defense, but also to 
maintain the financial stability of his own business in the 
trying days ahead. 

In times like these one truth stands out so clearly that 
it should be discernible to every business man. In union 
there is strength. When everything is running smoothly, 
some shoe merchants may think they can “go it alone.” 
But in an emergency like the present, when the future is 
uncertain, a strong, united, effective association becomes an 
absolute necessity. 

Industry will co-operate without stint or limit, as it al- 
ways has, in the defense of America. At the same time 
industry has certain rights in peace or war, including the 


right to be heard when matters affecting its welfare are up 
for decision. Who will speak for the shoe retailers of 
America, collectively, save the National Shoe Retailers’ 
Association, their official mouthpiece, and an organization 
thoroughly representative of the retail shoe business? 
And so, as every American owes it to his country to give 
the nation his support and allegiance in this emergency, 
likewise does every retail shoe man owe it to his industry 
to join and support its official organization, the National 
Shoe Retailers’ Association. 
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VICE-PRESIDENTS 


HERBERT J. RICH 


B. Rich's Sons, 
Washington, D. C. 


A. J. PAULY 


Stix, Baer & Fuller Co. 
St. Louis, Mo. 


OWEN W. METZGER 
Wetherhold & Metzger, 
Allentown. 


» Pa. 


JESSE ADLER 


Adler Shoe Co. 
New York City 
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OFFICERS AND BOARD OF DIRECTORS OF 


*HARRY E. FONTIUS 
Fentius Shoe Co., 
Den 


*L. F. TUFFLY 


Krupp & Tuffly, 
Housten, T 


*JOUN SLATER 


J. & J. Slater, 
New York City 


*M. A. MITTELMAN 


M. A. Mittelman, Inc., 
Cleveland, Ohio 


“FASHION AND FOOTWEAR” 


A WOMEN’S costume color coordina- 
tion book, prepared especially for use by 
retail clerks. Issued twice a year, cover- 
ing the Fall and Winter seasons, and the 
Spring and Summer seasons. These books 
contain twenty pages of swatches of shoe 
materials, gloves, hosiery, bags, belts, 
cosmetics and costume fabrics, in the pre- 
dominating colors and materials—present- 
ing on each page a complete fashion pic- 


ROY STEVENS 


Stevens Shoe Store, 
Ottumwa, Lowa 


WILL KNIGHT 


Knight Shoe Co., 
Portland, Ore. 


*JOHN O'CONNOR 


O'Connor & Goldberg, 
Chicago, Il. 


ture in the proper relation to shoes. 
“Fashion and Footwear” is the only com- 


MEMBERSHIP SERVICES 
“NATIONAL FOOTWEAR NEWS” 
MIONTHLY BULLETIN, containing the 


most authoritative information on current 
fashion trends and developments affect- 
ing shoes. Copyrighted. Also sugges- 
tions for merchandising and promotion. 
Any issue of this bulletin is worth the 


Ww. H. ADAMS 


annual membership dues in the associa- 
tion, to any shoe retailer dealing in fash- 
ion merchandise. 


OFFICIAL SHOE STYLE 
FORECASTS 


TWICE a year the association conducts 

Style Conferences, at which representa- 

tive retailers, manufacturers and report- 
ers from every field of fashion 
combine their efforts in compiling 
authentic information, forming a 
basis for our Men’s, Women’s ‘and 
Children’s Official Shoe Style Fore- 
casts, which are furnished to mem- 
bers several months in advance of 
the seasons. These forecasts are 
regarded as an accurate and de- 
pendable guide for both manufac- 
turers and retailers. They are copy- 
righted. 


R. H. Fyfe & Co., 


Detroit, Mich. 


JAMES M. KEMPNER 


Ike Kempner & Bros., 
Ine., Litthe Reck, Ark. 


ARTHUR F. CLARK 
Glas. A. Stevens Co., 
Chicago, Ill. 


PAUL A. JESBERG 

Jesberg’s Walk-Over 

Store, Los Angeles, 
Calif. 


plete costume color coordination book 
published in the United States. It is a 
special service which is provided for 
members at less than the actual cost of 
production—$3.00 per copy. Users of 
this book say it is “the best salesman” 
that has ever been in their stores. It is 
available only to members of the National 
Shoe Retailers’ Association. 


COLOR IDENTIFICATION 


AT the request of manufacturers, tan- 
ners and retailers, the association has 
been directing.a program of color identi- 
fication, with the view to reducing the 
variation in shades of basic colors to a 
minimum. This effort is effecting tre- 
mendous savings to all branches of the 
shoe industry. The association furnishes 
members names and detailed descriptions 


* Past-Presidents 


JOSEPH W. MULLEN 


Mullen Shoe Co., 
Moberly, Me. 
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NATIONAL SHOE RETAILERS ASSOCIATION 


GEORGE N. GEUTING 


Geuting’s, 
Philadelphia, Pa. 





EDITOR’S NOTE: The men whose 
photogrcphs appear on these pages, and 
who comprise the official staff of the Na- 
tional Shoe Retailers Association, give 
many hours of their time throughout the 
year in planning and carrying on the 
numerous association activities, so bene- 
ficial to all who are engaged in shoe re- 
tailing. The association’s services are of 
a type that every shoe retailer, large or 
small, needs and can use to profitable ad- 
vantage. In return, the association asks 
only for the membership support of shoe 
retailers. The annual dues are within the 
reach of all—only $1.00 a year for vol- 
ume up to $50,000; $2.00 a year from 
$50,000 to $100,000, and $5.00 a year for 
stores or departments doing more than 
$100,000 a year. Inquiries or requests for 
more detailed information should be ad- 
dressed to the Association’s Headquarters, 
274 Madison Avenue, New York, N. Y. 





of the Official Colors, months in advance 
of the seasons. 


COST ANALYSIS 
4@)PERATING and Merchandising Ex- 
periences, studied by experts and recom- 
mendations made. 


STATE AND NATIONAL 
LEGISLATION 
REPRESENTATION in all matters of 


GEORGE J. BUNN JESSE J. 


Bunn Shoe Co., 


Salem, Ohio Inc., Salt 
3 U 


Lake 
tah 


GEORGE B. HESS 


N. Hess’ Sons, 
Baltimore, Md. 


THOMPSON 
Hunter Thompson Co., 


F. PAUL RILEY 


Selby Shoe Store, 
New York City 


EDWIN HAHN 


Wm. Hahn & Co., 
Washington, D. C. 


ALBERT WACHEN.- 
HEIM, JR 


Imperial Shoe Store, 
New Orleans, La. 


WILLIAM PIDGEON, 
IR. 
Pidgeon’s, 


HAROLD F. VOLK 


Volk Bros. Co., 
Dallas, Texas 


MORRIS F. 
CRONKHITE 


Turrell’s, Seattle, Wash. 


Rochester, N. Y. 


legislation, state and national, affecting 
shoe retailers. 


AUTHORITATIVE INFORMATION 


FURNISHED on any question relating 
to shoe retailing, upon request to Asso- 
ciation’s Headquarters office. 


NATIONAL SHOE FAIR 


CONDUCTED jointly by the as- 
sociation and the National Boot 
and Shoe Manufacturers’ Associa- 
tion, affording every shoe retailer 
an opportunity to shop and com- 
pare more than one thousand ex- 
hibits of shoes under one roof, and 
providing educational clinics un- 
der the direction of specialists in 
store management and expense 


MATTHEW A. CONDON 


Jas. F. Condon & Sons. 


City, Charleston, S. C. 


VOLLRATH, SR. 


John Taylor Dry Goods 
Ce., Kansas City, Mo. 


Store, San Francisco, 


control; advertising and sales promotion; 
and every type of information needed by 
shoe retailers. A free service to all in 


attendance at the Fair. 


EVERY SHOE RETAILER NEEDS 
THIS SERVICE . .. THE ASSOCIA- 
TION NEEDS YOU. 


HENRY Hf. DAHL 


Thayer, McNeil Co., 
Boston, Mass. 


/ 


PAUL 0. KUERN 


Kuehn Shee Store, 
South Bend, ind. 
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Wing tip bal with antiqued tip 
and foxing —— Rober ts, Johnson 
& Rand. 


Interest centers on the sponge 

i in this one-eyelet 

moccasin front pattern with 

saddle. Two tones of tan are 

used. Masterbilt Div., Craddock- 
Terry Shoe Corp. 


COMFORTS THE WORD 


IN SHOES FOR BOYS 


Shoes that are Heavy-Looking, but are Light as the Pro- 
vcerbial Feather: Shoes that are Cool; Shoes that are Soft 
and Flexible—AU Have an Increasingly Important Place in 
Boys’ Summer Shoe Wardrobes. 


THE most apparent single influence in 
boys’ shoes for Summer is a reflection 
of a trend in clothing of both men and 
women, boys and girls. The word for 
it is casual. Summer is a time of play 
—and no one can play well in formal, 
unyielding dress, whether the play be of 
the active or spectator variety. 

[TURN TO PAGE 39, PLEASE] 
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Wf ect” SENSATIONAL DEVELOPMENT 
IN FOOT RELIEF . . . 


D! Scholls 
LUPAD 


Fastest-Selling Metatarsal Pad 
Ever Known! 


A Feather-Weight Elastic 
Cushion for Relief and 
Support Where 7 Out of 
Every 10 Need It—AT 


THE BALL OF THE FOOT yy, 


The moment you see, feel, and try Dr. Scholl’s 
LuPAD, you won’t wonder that this revolutionary 
new, silky-soft elastic foot cushion is proving to be 
one of the biggest-selling foot reliefs in the history 
of the trade. 


You will marvel! at its COMFORT-GIVING SUPPORT (like 
walking on air) and its amazing LIGHTNESS (a pair weighs 
but a fraction of an ounce!) and its newness, daintiness, and 
feminine appeal. 


Anyone who suffers from pains, cramps, callouses, burning Dr. Scholl's LuPAD is 


or numbing sensations at the ball of the foot—and 7 in 10 made in sizes: Women’s 
3, 4, 5, 6, 7; 8, 9, 10; 


mn find Dr. Scholl’s LuPAD gives grateful relief and ’ Men’s 7, 8, 9, 10, 11, 
walking ease. we 12, 13. Rights and Lefts. 


This elastic foot cushion is fitted with a supporting cushion ile at $1.00 pair: mo in —_ — Re- 
of soft latex foam that snuggles up under the Metatarsal arch. “.°@*0 04 PAI: Woo Rs ean ane of 
It cushions the foot against shock and pressure and puts grace Fiberal Introductory Offer. Use coupon. 
and pep in every step. It sells quickly to women who wear 


style shoes or high heel shoes. Worn invisibly. 


Dr. Scholl’s LuPAD retains Metatarsal pad or 
cushion exactly where it is needed to give the 
wearer utmost relief. In addition to holding the 
pad in place, it gives gentle support at the forepart 
of the foot and helps prevent foot from spreading. 
Massages foot with every step. Does not hinder 
the natural flexion of the foot. Is ADJUSTABLE 
to give the right elevation needed for the arch. 
Can be worn with ease and great comfort in the 
smartest high heel shoes. Washable. Flesh color. 


SPECIAL INTRODUCTORY OFFER 


The Scholl Mfg. Co., Inc. 

213 W. Schiller St., Chicago, Ill. 

62 W. 14th St., New York, N. Y. 

Please send me your special 1 dozen assortment at $8.00 
including 1 EXTRA PAIR FREE; 1 Plaster Cast Foot 
Model FREE; 1 Display Container FREE; 1 Set of Display 
Cards FREE. 


Name 


Address Beautifully finished foot, 
| pad mounted on 





A BAD spell of rainy weather down in Texas, way 
back in 1899, was a determining factor in the location 
of a retail shoe enterprise that has endured and pros- 
pered from then until now. 

The story goes like this: J. Katzenstein, president and 
founder of the business now known as United Shoe 
Stores Co., Inc., was in business with his brother, Sam 
Katzenstein, in the city of Pine Bluff, Ark., and after 
a few years it was decided that the possibilities were too 
limited for the two brothers to be confined to such a 
small town. J. Katzenstein concluded that he would 
strike for and find new fields. 
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Left to right: J. Katzenstein, president of 

United Shoe Stores Co. Inc., Shreveport, 

Ea.; Aaron Katzenstein, vice-president; 
Frank Katzenstein, secretary-treasurer. 
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It was in the days when railroad passes were cour- 
tesies that were used generously by passenger agents in 
order to encourage the use of their railroads for the 
handling of freight. With that thought in mind, J. T. 
Ferguson, then general passenger agent for the St. Louis 
Southwestern Railway, or, as it is now known the Cotton 
Belt Route, tendered to J. Katzenstein a pass over his 
line which terminated in the city of Tyler, Tex. Mr. 
Katzenstein decided that he would look up and down the 
line for a location and, upon arriving in Tyler, one of 
the worst rainstorms that one can imagine was in prog- 

[TURN TO PAGE 39, PLEASE] 
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Boots by Howard & Foster, 
in Evans’ Valencia Kid and 


SHUGOR. Last by Belcher. ° 


Wellington CAMPUS BOOT 


Here it is! The boot that will captivate the important and profitable school- 
and-college-age group! An all-weather, ‘round-the-calendar, dawn-to-dusk 
boot. They'll wear it on the campus—to track meets—to football games—for 
horseback-riding, hiking—all around the town. Timely in style, and capital- 
izing the military trend, this Wellington Campus Boot will go with any 
daytime costume the girls may wear. Call it the Lieutenant-Commander, the 
Top-Kick, or any other up-to-the-minute newsy name, and watch it attract 
attention, create interest, and sell on sight. Boots are becoming nationally 

~ popular for young people, and this Wellington Campus Boot possesses the 
additional selling feature of SHUGOR side-panels, which make for easy 
fitting, comfortable wearing, and quick on-and-off. Styled by SHUGOR 
experts, this boot has every appeal calculated to win the easy-going, style- 
minded youthful customer. 


THOMAS TAYLOR & SONS 


INCORPORATED 


MASS. TAYLORED -TO-FIT 











An outstanding figure and one of 
the most progressive personalities 
in the industry is Mr. D. B. Gold- 
man, founder and president-treas- 
urer of Valley Shoe Corporation. 


* * * 


Mr. Goldman was the leading pio- 
neer in cement type construction 
in the middle west and, through- 
out his business career, has been 
quick to adopt new methods of 
shoe construction and new styles 
when convinced they were sound. 


* * ® 


The result is that “Valcraft” shoes 
are among the best styled and 
best fitting in the country today. 
A fact which is proven by the 
unusual repeat business built 
around the “Valcraft” line by a 
number of America’s leading re- 
tail shoe and department stores. 
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Color Hook-Up from Coast to Coast 


[CONTINUED FROM PAGE 20] 


vidual stores in Los Angeles, Dallas, 
Chicago and New York. 

Los Angeles — Bullock’s: “Timber- 
land,” a medium brown being featured 
in shoes, belts, bags and gloves; also in 
ready-to-wear with white. “49er,” a 
beige with a touch of gold, richer than 
saddle and especially important for 
sports wear accessories to go with pas- 
tels, beiges, yellows and greens. Bright 
red, “Red Paint,” is expected to con- 
tinue as an accent accessory color, espe- 
cially for whites. Aside from the pro- 
motion colors, navy for Spring town 
shoes and bright colors of all sorts for 
play shoes are the news from this store. 
Miss Louise Giffene, fashion coordina- 
tor for Bullock’s, reports navy, “typ‘cal 
California Spring color,” moving ac- 
cording to anticipations; plenty of early 
interest in blue and white spectator 
shoes indicating more interest later; no 
interest in tricky colors. 


Novelty Colors Enjoy Popularity 


At J. W. Robinson Co., P. D. Lehman, 
shoe manager, reports a good response 
to novelty colors, particularly reds. 
Brown accessories and shoes sold well 
following a promotion of beige in ready- 
to-wear. The brown family . . . antique 
brown and rust . . . follow the blacks 
and blues in volume importance. Heri- 
tage Blue .. . popular deep pastel blue 

. in costumes makes for added sales 
in navy and brown at this same store. 

At The Broadway, beige follows navy 
as the most popular ready-to-wear color. 
Grays may come in later, according to 
fashion coordinator Marjorie Chadwick. 
“Eucalyptus Bark,” a cocoa neutral 
shade, is the shoe and accessory color 
receiving store-wide promotion to wear 
with beige costumes, according to shoe 
buyer V. M. Curtis. 

Dallas—At Neiman-Marcus Co., two 
promotion colors have been featured. 
“Burnt Almond,” a cocoa shade, has 
sold in suede on all heel heights in every 
type to wear with navy, beige and pas- 
tels. It has also been sold in alligator. 
Second promotion is “Singing Red,” sold 
chiefly in alligators with some suede 
and calf. Sold in all types, open toe 
and heel pumps and sandals mostly. The 
flat wedge ghillie toe in a hand-sewn 
shoe was a favorite. “Both colors are 
selling very well right now,” according 
to Nick Parker when interviewed early 
in March. Dress colors, based on the 
colors of the almond plant . . . almond 
green leaf, burnt almond, toasted al- 
mond and others . . . have been featured 
throughout the store. Bags and shoes 
were coordinated with this promotion. 

Chicago—Our report from severai 
leading stores in this style-conscious 
city emphasizes staple colors in apparel 
eee 

. and a riot of brilliant novelty 
ptaed ‘in the accompanying accessories 
and shoes. Carson Pirie Scott & Co. 
have been promoting red shoes to wear 


with a grey ensemble and a red suit; 
“Heart Beet” with blue and the new 
Spring tweeds; green shoes with green 
and brown; brown shoes with gold. At 
Marshall Field’s bright accessories in 
green, red, blue, purple and yellow have 
been promoted to wear with black. Chas. 
A. Stevens & Son have been promoting 
“Brown to Beige” in all accessories and 
shoes. Mandel Bros. have applied the 
name “Taffy” and the promotiona! 
phrase “Daffy over Taffy” to a wide 
range of beige and tan costumes, shoes 
and all accessories. In general, buyers 
are of the opinion that color is more 
important than in several seasons. 
Black and blue remain the volume sell- 
ers, with blue becoming stronger. All 
branches of the brown family, from 
very light blond to dark brown, are 
extremely important in the Spring fash- 
ion picture and are expected to carry 
over into Fall. These colors are selling 
well in handbags, belts and gloves, as 
well as in shoes. Red in a variety of 
shades is selling well in both shoes and 
accessories. It is especially good in 
open toe and open heel alligator shoes, 
in afternoon suedes and in calfskins. 
Bright green in shoes and other acces- 
sories is having considerable activity 
for wear with blue and black. High- 
heeled green and yellow barefoot san- 
dals are selling well in the salons. In 
general, saddle leathers and honey 
colors are the big news. Chief interest 
is in street, sport and casual types in 
these tones, but dressier pumps and 
slipons are also selling. 

New York—Promotion colors here 
include an interesting range of reds, 
browns and beiges, as well as other 
novelty colors. Early in January, Bon- 
wit Teller began to promote two colors 
for shoes and handbags. These were 





Shoes for War Victims 
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“Epaulet Yellow” and “Carnation Red.” 
A few weeks later three others were 
added to these . . . “Brandy Brown,” 
“Covert” and “Officers’ Blue” . . . and 
the five named “Flying Crocodiles.” Of 
these, Carnation Red and Officers’ Blue 

. a slightly warmer navy .. . are 
doing especially well now. 

I. Miller’s two promotion colors were 
also launched early in the year and are 
both doing good business. “Golden 
Crocodile,” described as a new rust gold, 
sun-baked shade to wear with your 
color-flecked tweeds, is also suggested 
for wear with “all-important beiges and 
browns” and with greens, blues and 
blacks, a handbag matched to the shoe 
being recommended. Selling especially 
well just now, according to Mr. Pos- 
nack, manager of the uptown Fifth 
Avenue I. Miller store, is “Heart Beet,” 
second Spring promotion color, intro- 
duced as the “new exciting color on the 
fashion horizon.” Advertising copy de- 
scribes this color as the “rich, blushing 
color of steaming beets with soft misty 
overtones.” 


Interesting Color Promotions 


Among other important color promo- 
tions in New York stores the past two 
months are “Tortoise,” featured at Saks 
Fifth Avenue, to “sharpen your Spring 
navys and beige”; maple, blue, red and 
beige in genuine alligator at Oppenheim 
Collins; purple Python promoted by 
De Pinna to wear with navy. 

Scheduled for release on March 15th 
is Lord & Taylor’s Spring promotion 
color, “Red Cent.” It is a softer ver- 
sion of the real reds so popular this 
Spring . . . something between the 
slightly bluish cast of Heart Beet and 
the vibrant more yellow reds. As in 
all Lord & Taylor major color promo- 
tions, this color will be featured 
throughout the store in costumes, and 
accessories, as well as in shoes. Golden 
ostrich leather has been a good novelty) 
in both color and leather in this same 
store. 

Important in many stores is antiqued 
tan or brown -in tailored shoes. Flor 
sheim’s has been doing a very good pro 
motion job on this treatment. 


Lines Expected to Top 300 
At Central States Show 


Cuicaco, ILL.—-With more than 10: 
registrations on hand, plans are pro 
gressing rapidly for the Central State 
Shoe Fair to be held in Chicago at th 
Hotel Morrison, June 1, 2’ and 3. Reg 
istrations have come in from oth« 
Shoe Travelers’ Associations in Mich 
gan, Illinois, Wisconsin and the Nort! 
west, as well as individual registratior - 
from practically all of the mid-Weste: | 
states. A total of over 300 exhibito s 
are expected to participate in the sho: . 
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After-Easter Promotions 
For Profit 


[CONTINUED FROM PAGE 19] 


pattern; styles suited to the different 
dress types. 

Pleasant outdoor weather will arouse 
increasing interest in spectator clothes 
and shoes, with pastels (Fiesta colors 
to style-minded people) taking on ro. 
mantic names—Lima yellow, Trinidad 
tan, Peruvian pink, Brazilian beige, 
Rogota blue. Spectators after Easter 
in the shades for these pastels and 
more conservative colors as well make 
for real promotional possibilities. 

These and other style developments 
ii. your community during the next few 
weeks will be a guide to good coordina- 
tion in your promotions. And there’s 
another point worth repeating because 
o the importance attached to it by one 
of the best-known stylists in the shoe 
industry. It’s what’s happened to the 
feet of the dress pattern pictures this 
pest year. These figures used to end 
either in pumps or a fade-out. Now, 
many of them have feet, with the 
proper shoes for the costume on those 
feet, and many more are photographed 
in natural colors. If you have any idea 
that you might be too “fashion fast” 
for your customers when you use 
dramatized style coordination, just re- 
member this: there’s no danger of the 
shoe store getting ahead of the cus- 
tomer in style, with all the style in- 
formation they’re getting today, but 
there is danger for any store that trys 
to ignore this angle. Keeping up with 
the style-minded women of today is a 
serious business, because almost any 
woman a store would wish to have for 
a customer is style-minded and well 
informed. 

Some of the highlights in shoes that 
will serve as a starter for your after- 
Easter promotion program are such 
things as: the new patents, different 
from the January patents; the new 
lighter blues, crushed leathers, alliga- 
tors, open-back pumps in dye pot col- 
ors; spectators—and here, again, you 
ean add your own notes to round out 
the after-Easter promotion program 
from the shoe angle. 

At the risk of another “I told you 
so” I want to emphasize an oft-repeat- 
ed point—get away from the old-fash- 
joned elaborate shoe window back- 
ground that has to stay in place for 
weeks or months, and put on a plain, 
neutral, seasonally colored background 
that serves as a neutral setting for unit 
or group settings which dramatize the 
selling points of certain shoes. This 
Spring this tendency is more noticeable 

mn in the past among metropolitan 
Shoe stores. It isn’t anything new; de- 
partment stores have done it for years, 
but shoe stores, for the most part, tried 
to avoid it—and too many still do. No 
Teason for it once you discover that 
Neither expense nor effort need be too 
great for the average store, provided 
S0meone is truly interested, and the 
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Above is the next 





selling value of good displays is ap- 
preciated. 

One other point should be considered 
also. Change the appearance of your 
store after Easter. New atmosphere 
for the Spring-into-Summer weeks will 
have a good effect upon both salespeo- 
ple and customers.. Showing the same 
shoes for several weeks gets pretty 


O-SO-EZ-E innersole, aud su 
the lasting good looks, com 
made Taylor-Made shoes favorites for over fifty years. 


prestige and preference thus built makes Tay- 
lor-Made Shoes easier to sell — sure to repeat. 





Mad 


MARE Recrisreareo 


SHOE 


$5.00 
to 
$7.50 
Sold by leading 
stores everywhere 


that custom character need not be expensive! 


selection of the finest, mellow leathers, the 
— craftsmanship result in 


ort, and long wear that have 


For illustrated folder write to 


E. E. TAYLOR CORP., 275 Congress Street, Boston, Mass. 


nm 
TAYLOR-MADE advertisement 
Taylor-Made Shoes have consistently ap- 
peared in LIFE since its inception. The national 


MARCH 31 





tiresome to salespeople. When they ap. 
pear in a new setting, they look a lot 
more interesting to the salespeople, and 
also to the customers. Keeping the 
store atmosphere and displays new and 
interesting not only makes sales easier, 


-but actually helps to influence the cus- 


tomer to return oftener because she 
[TURN TO PAGE 53, PLEASE] 
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BLIND SETTI 


Blind and Invisible settings for Diamond Brand Fast Color Eyelets are 
being used by oa steadily increosing number of manufacturers both for men’s 
and women’s shoes. The heads of these eyelets are a moulded plastic, there- 
fore, non-corrosive. The barrel is made of Anodized Aluminum. 

In blind setting, no metal shows on the inside of the quarters 

— eyelet flanges cannot rub on the tongue. 

With invisible setting, a flat celluloid head on the inside of 

the quarter instead of metal keeps tongue and laces cleaner. 


Both of these settings are done with the use of standard equipment. 


UNITED FAST COLOR EYELET COMPANY BRANCH 
| (UNITED SHOE MACHINERY CORPORATION) 
BOSTON, MASSACHUSETTS 
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Comfort’s the Word in Shoes for Boys 


[CONTINUED FROM PAGE 30] 


Consequently the day of strict for- 
mality in Summer clothing has passed, 
and with it the types of shoes which 
complemented this mode of dress. Al- 
most uniform for Summer leisure days 
is the slack suit—replacing the white 
suit which for years took top honors as 
the standard dress of young men in hot 
weather. 

Gone, too, are the plain toe white 
shoes which used to be worn with these 
more formal clothes. Put them together 
(in your mind’s eye) with a casual care- 
less slack suit, and what do you get? 
An effect that’s just plain silly. But, 
substitute a pair of heavy looking, 
heavily perforated, pinked, brogued tan 
and white oxfords with heavy rubber 
soles. Or two tones of tan in a moc- 
easin pattern. Or in an oxford. And 
what do you get? The feeling of the 
suitability of these types to the clothes 
that are being worn. 

Of course, staples are still good, 
They always are —that’s what makes 
them staple. You’ll sell plenty of brown 
and white saddle oxfords and plenty of 
all-over tans in bluchers and bals. And 
even some in moccasin patterns. But 
the thing that’s making talk, the little 
excitement that’s happening in the 
boys’ shoe business (and in the men’s 
as well—there’s scarcely any difference 
in high style types for big boys and for 
men these days) does not lie in the 
staples. It lies in a clothing trend that 
is new enough and startling enough 


to make us revise our ideas of what is 
suitable in shoes. 

The fact that the new shoes look 
heavy does not mean that they are 
heavy on the foot. As a matter of fact, 
some of them are practically feather- 
weight. And they’re cool — because 
they’re punched and perforated. They 
are becoming increasingly functional, 
they’re providing the greatest possible 
degree of comfort (which, after all, is 
the reason for this trend in clothing— 
these new suits are comfortable and 
cool) and they’re good looking at the 
same time. 

In line with the more casual !ook 
comes a continued interest in the heavi- 
er sole. Heavy-looking red rubber soles; 
rubber and cork composition; red rub- 
ber soles with midsoles of crepe or 
sponge rubber; even crepe soles; all 
are finding increased impetus in sales. 
Some leather soled shoes will be sold; 
after all, there are occasions when rub- 
ber would be impractical; but the pre- 
dominance of leather over rubber or 
crepe is gone. These rubber soles are 
treated in various ways to make them 
comfortable—they are ribbed to pre- 
vent slipping, they have midsoles to 
give them resiliency. 

This casual influence is expected to 
continue. Once men and boys have ex- 
perienced the comfort and’ freedom 
which it makes possible, it is not likely 
that they will voluntarily go back to 
the old, restricted way of dress. So it 
is that we can expect this casual trend 
in shoes to endure. 





Fathers and Sons in Recorder Shoe Family 


[CONTINUED FROM PAGE 32] 


ress. Due to the muddy streets and the 
fact that transportation from the depot 
was almost impossible, he became very 
discouraged and asked the station agent 
when the next train left. He was in- 
formed that it would be twenty-four 
hours before transportation was avail- 
able but that in the next few minutes 
a train would come through that con- 
nected with another railroad that would 
take him into the town of Shreveport, 
Where he could spend the night and get 
good connections over their lines to 
Pine Bluff. Mr. Katzenstein took that 
train. 

The morning he arrived in Shreve- 
port a glorious sunshiny day greeted 
him and everything looked rosy. Mr. 
Katzenstein was immediately impressed 
with Shreveport and by chance found a 

ore location to fit his requirements. 

hus began the organization now known 

: the United Shoe Stores Co., Inc., 

ose headquarters are still in Shreve- 

ort. 

_ By 1931 the organization, then known 
Was the Regent Shoe Store, had branched 
t into the popular price field and had 


» 


several stores in Mississippi, Texas and 
Louisiana. The business name was 
changed to United Shoe Stores Co., Inc., 
in order to make its operations more 
convenient in interstate business. 

At the present time the organization 
is operating twenty-seven units, eight 
of which are shoe stores and nineteen 
of which are exclusive hosiery shops 
which are now located in Georgia, Ala- 
bama, Mississippi, Tennessee, Louisiana, 
Texas and Oklahoma. 

The hosiery operations are under the 
direct supervision and merchandising 
authority of Frank Katzenstein. The 
shoe operations, as well as the display, 
publicity, sales promotion, etc., are 
under the supervision of Aaron Katzen- 
stein. J. Katzenstein acts in an ad- 
visory capacity and is daily in contact 
with the operations of the corporation. 

The hosiery shops are known as the 
Jean’s Hosiery Shops, the shoe stores 
being operated as Cinderella, Lane’s 
and Frank’s. 

During the entire existence of this 
organization it has always had before 

[TURN TO PAGE 49, PLEASE] 
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ATTENTION 


RETAIL SHOE 
SALESMEN 


How many times have you wished 
for a store of your own? Here's 
how you can get better results with- 
out the many responsibilities of own- 
ing a business. 


If you qualify, you will be placed in 
charge of a Health Spot Shoe Shop, 
drawing a regular salary and sharing 
liberally in the profits of the store. 


You can average as high as 75 to 
85 per cent of the profits after oper- 
ating expenses are paid, including a 
nominal charge for inventory con- 
trol services and such other services 
as are rendered. 


EXCLUSIVE 
HEALTH SPOT SHOE SHOP 


Up-to-date inventory control permits 
of transfers between stores, relieving 
you of slow-moving stock and mak- 
ing room for numbers that are in 
demand in your locality. The in- 
dependent retailer who buys unwise- 
ly must dispose of such shoes at a 
loss to clean them off his shelves. 


You will receive complete data on 
budget control and monthly operat- 
ing figures, with just the right 
amount of supervision and intelli- 
gent instruction to help you operate 
successfully. 


This opportunity is open to men 
who know how to fit shoes prop- 
erly and how to handle customers. 


If you have these essential quali- 
fications and can furnish satisfactory 
references as to character and past 
employment, send for an applica- 
tion blank today!: 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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National News 





Growing Demand for Open Shoes Noted 





Chicago Survey Reveals Increasing Interest in Open Types for 
Spring—Full Brown Range and Blue More Important 


Cuicaco, ILt.—An increasing de- 
mand for open backs and open heels 
in sandals and pumps, particularly in 
patents and gabardines, is noted among 
shoe retailers in the Chicago area. This 
is a trend which was found to extend 
not only through the downtown shop- 
ping area and outlying shops, but in 
many cities and towns in the surround- 
ing area. A recent survey included re- 
tailers in the industrial steel mill 
district of Gary, Ind., extended west 
into the semi-rural section, and along 
Chicago’s fashionable north shore. 

There is a much greater demand for 
these shoes than was previously ex- 
pected, so that a shortage of these 
types is expected in some price ranges. 
Saddle leathers, blonde tones, and 
beiges also continue in big demand, 
selling both in dressy and sport types. 
In fact, good sales are being made 
throughout the entire brown family 
with dark brown becoming much 
stronger as the season progresses. Blue 
is also rising in demand and certain 
bright colors in the red family, high 
shades of blue and some greens are 
selling. 

Pumps are receiving considerable 
attention and promotion in all price 
groups, but are selling especially well 
in the better price ranges. Carson Pirie 
Seott & Co. recently devoted a quarter- 
page ad entirely to pumps of every 
description including the moccasin type, 
the wedge, the spectator, the D’Orsay, 
high cut and low cut and open and 
¢losed toes. Promotion read, “Pumps 
are pretty. Pumps are significant. So 
significant that you'll see Spring walk 
im on them. We have them—hundreds 
of different varieties—for a season 

the pump is underscored at every 
" Chas. A. Stevens & Co. have 
devoted several advertisements 


solely to pumps, including one which 
read, “You must look ‘pretty’ from 
head to toe this season! And the shoes 
to wear with those delectable little hats, 
those frills and -frous on your suit— 
are Pumps!” 


Government to Notify 
Bidders on Wage Increases 


WASHINGTON, D. C.—Prospective bid- 
ders on government contracts are to be 
advised in advance whether there may 
be a change in the legal wages of their 
industries and when the change, if 
made, will go into effect. This new gov- 
ernment policy, announced by Donald 
M. Nelson, OPM Director of Purchases, 
was adopted at a conference of officials 
of the Wage and Hour Division and 
the Division of Public Contracts, De- 
partment of Labor, with officers of the 
Quartermaster Corps and the OPM 
Division of Purchases. 

The machinery for setting industry 
minimum wage rates under the Wage- 
Hour and Walsh-Healey Acts will re- 
main unchanged, but hereafter dates 
on which wage determinations will go 
into effect will be set after consulta- 
tion between officials of the Labor De- 
partment and the Division of Pur- 
chases. 


Named Shoe Manager 


ATLANTA, Ga.— Willian Cohen has 
been appointed manager of the shoe 
department for The Mirror, at 176 
Whitehall Street. Mr. Cohen is well 
known in southern shoe circles, having 
had twelve years of experience with 
leading shoe departments and stores in 
Atlanta, Brunswick and Nashville. 


Resigns from Government 
Service; Joins Law Firm 


Boston, Mass.—J. Joseph Maloney 
has recently resigned his position as 
attorney with the U. S. Wage and Hour 
Division in the New England region. 


J. JOSEPH MALONEY 


Handled Shoe Cases for Wage 
and Hour Division 


Mr. Maloney first entered the Govern- 
ment service in Washington early last 
year, under the General Counsel of the 
Wage and Hour Division in the prepa- 
ration of the wage order for the shoe 
and apparel industries. He was later 
transferred to the Boston office of the 
division where he has been a prominent 
factor in handling the large volume of 
litigation in which the division has been 
engaged since that time in the shoe and 
garment industries. He is a graduate 
of Harvard College and Harvard Law 
School and is now associated with the 
Boston firm of Mulcahy, Smith, Cana- 
van and Troy. 
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OU can build your play and beach shoe sales tre- 

mendously with lively, colorful Fairy Form displays. 
You can add an atmosphere of richness and quality that 
lifts this merchandise from the “utility” to the “style” 
class. 










Fairy Forms in their variety of styles and sizes and in 
a wide range of beautiful new colors, open exceptional 
opportunities for striking shoe displays. They accent 
color effects with contrasting or harmonizing color tones, 
and they also form the shoes perfectly, emphasizing cut- 
out effects and every other style detail. 








Prepare for the big “open air” season now. Let us tell 
you how Fairy Forms in a veritable rainbow of colors will 
help you. Write us today for the free Fairy Form Folder. 


) SHOE FORM CO. Inc. Dept. B3 AUBURN, N. Y. 













Detroit Retailers Contribute 
25,000 Pairs of Shoes 


Detroit, MicH.—Detroit shoe stores 
collected 25,000 pairs of shoes in the 
“Barrels of Shoes” campaign, Ralph 
Terbille of the Detroit News, reported. 
Shoes were collected through the mer- 
chants, and a coperative advertising 
program to promote the idea was put 
on. Ejighty-three contributed at least 
$10 each to this. 

Of the shoes collected, 15,000 pair 
were barreled and shipped to Great 
Britain—all but one shipment arrived 
safely, Mr. Terbille said, and that one 
was sunk in the English Channel. Re- 
maining shoes which were not capable 
of being repaired were destroyed, while 
the larger proportion of them were re- 
paired by the Volunteers of America, 
and used for their own charitable ac- 
tivities. 

A proposal for a second similar pre- 
Easter campaign was favorably re- 
ceived by the Detroit Retail Shoe Deal- 
ers Association, who passed a resolu 
tion commending Mr. Terbille for this 
activity. The second campaign wil! 
probably include other items of cloth- 
ing and cooperation of clothing mer 
chants will be enlisted. 

Cost of advertising for the total 

Cost of advertising for the total! 
campaign was $1,350, while incidental 
expense of collection and other costs 
were absorbed by the News. 


Army Takes Two 
Detroit Shoe Men 


Detroit, Micu.—The long arm of 
national defense is taking two promi- 
nent younger members of the Detroit 
shoe trade this month. First to report 
is Dr. Byron Lieberwitz, D.S.C., who 
has operated his own office in the In- 
dustrial Bank Building for the past 
year and a half. His office will remain 
closed for a year, pending his return. 

Dr. Lieberwitz is the son of David 
Lieberwitz, owner of David’s, exclu- 
sive Washington Boulevard shoe shop, 
which is in the same building as his 
son’s office. Lieberwitz, Sr., is a former 
president of the Detroit Retail Shoe 
Dealers Association. 

David Weinstein, assistant manager 
of the shoe department at Montgomery 
Ward’s Grand River Avenue store is 
the other shoe man leaving for a year’s 
selective service. Following Montgom- 
ery Ward policy, he has already been 
assured that his position will be wait- 
ing for him upon his return. 








Walsh Named Men’s 
Department Manager 


Dayton, On10—Tom Walsh, Jr., has 
been placed in charge as manager of 
the men’s shoe department at Walker’s, 
Inc., men’s furnishers. Walsh was for- 
merly connected with the shoe depzart- 
ment of The Metropolitan, a leading 
men’s clothier in this city. 
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Allied Shoe Products 
And Style Exhibit 


New York—With a greater number 
of firms showing than ever before, ex- 
ceptional interest is being evidenced in 
the coming 8th semi-annual Allied 
Shoe Products & Style Exhibit, open- 
ing at the Belmont Plaza Hotel, New 
York, on Sunday, March 30. During 
the three-day period of the show, many 
nationally known firms in the allied 
trades will be displaying their newest 
creations for the advance Fall season. 
With three full floors especially de- 
voted to the show activities, shoe man- 
ufacturers and interested retailers will 
have the opportunity to efficiently in- 
spect the many exhibits of styles, fa- 
brics, lasts, ornaments, processes, etc., 
with no great loss of time. 

Among the firms showing are the 
following: 

: Room No. 
Acme Backing Corp. ............. 802 
American Shoemaking . .1000 
mmerieen Stay Co. .........000.0% 828 
Arch Leather & Supply Co 
Armstrong Cork Co. ............ 1002 
Barth Binding Co. .. 

Beacon Bow & Novelty Co. 

Geo. E. Belcher Co 

Ben Berk Shoe Styles 
Berte Shoe Styles 

Irving Block 

Bowcraft Co. 

Jean Brock 

Canada Last Co., 

Cedar Cliff Silk Co 
Commonwealth Mfg. Co., 
I. L. Cracovaner 

Daetsch & Woodward, Inc 
Daniels Shoe Products 
Davis Box Toe Co... 

Bea Evan Styles 

Fells Manufacturing Co 
Joyce Forbes 

French Beading & Novelty Co... 
ED ee ee 824 
Haley-Cate-Rockwood Co., Inc... .1025 
Holland Mfg. Co. ............. 801-26 
Hockmeyer Bros, Inc. ............ 938 
Bennett Jayne & Tommy Atkins. . .803 
Jaypaco 

Kowal Ornament Co. ............ 1027 
Latex Process Co., Inc. 

Le Pall Shoe Fashions, Inc 

Al Lewis Shoe Styles 

Lipp & Hirsch, Inc 

Lorman Shoe Stylist 

Marion Style Sketches 

Mississippi Valley Last Co. ..... 812-14 
Maynard H. Moore, Jr., Inc... ..845-46 
Palatine Corp. 

J. M. Perkins & Co., Inc 

Quinn Products Co. .............. 825 
Respro, Inc. 

Chas. I. Rockmore, Inc 

Rosemont Silk Co., Inc 


ae 


Service Backing Corp........... .922 





THE DELVOE 


(No. 2360) 


ANOTHER BEAUTY BY 


QUEEN QUALITY 


Open-toe pump of 
perforated white suede 
with Antique Tan Baby 
Alligator Calf Trim. 


hor 


) alte ee 


DELUXE GRADE 


65° to 85%, 


including Deluxe Grade 
Slightly Higher in West 


QUEEN QUALITY SHOE COMPANY ® DIV: INTERNATIONAL SHOE COMPANY ® SAINT LOUIS, MISSOURI 





Henriette Simon Style Creations. .1022 
Sophe 

Stedfast Rubber Co., Inc 

Sterling Last Corp. .. ~ 

Thos. Taylor & Sons, Inc. ..... 

Fred Ullman Shoe Fashions. 1009-10-11 
Wee SOS. OR, oc cccccces 1044-45-46 
Wea UNE SHOU, cicascccves 806-21 
Alfred Vamos (Lastex) . .831-32-33-34 
Alfred Vamos (Styles) . . .831-32-33-34 
Vanetta Velvet Corp. ............ 807 
Venus Art Embroidery Co 

Waldes Koh-I-Noor 

Wavershoe Trimming Co., Inc.... 

E. E. Weller Co 

Windram Mfg. Co 

Sam Yellin Shoe Styles 


Benjamin Retires From 
Schwartz & Benjamin 


New YorK—B. Benjamin, who has 
been associated with the women’s shoe 
firm of Schwartz & Benjamin, Inc,, 
since it was formed in 1923, is retiring 
from the business. 

His stock in the firm is being pur- 
chased by Ben and Sam Schwartz, who 
will carry on the business under the 
same firm name and trade name and 
will keep the production organization 
intact. 

Mr. Benjamin has no plans for the 
future outside of taking a long rest. 
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' 
Why Not? Have Your Personal Accident 


* and Health Insurance with. . . 


EASTERN 


COMMERCIAL TRAVELERS 


Mutual Company © No Agents © No Branch Offices 














ACCIDENT POLICY PAYS; HEALTH POLICY PAYS 
ACCIDENTAL WEEKLY $25.00 $10.00 
DEATH OISABILITY Per Week Per Week for 
$5,000- $25.00- for Confining Non-confining 
$10,000 $50.00 Sickness Sickness é : 
Estimated Annual Cost $15.00 | Estimated Annual Cost $18.00 es Wing Tip 
rogues, with 





PAYS WHILE YOU ARE LAID UP 
Wa PAYS FROM THE FinsT DAY OF DISABILITY 
45 YEARS OF UNFAILING SERVICE 


No Policy Is Cancelled, Rates Increased, or Benefits 
Reduced on Account of Any Agel 





SEND THE 


| John $. Whittemore, — 
Eastern Commercial Travelers 
COUPON | 50 Federcl St. Boston 





to 





, 1] Nome 
Soatl i aaa MANFIELD & SONS 
os e-4 Sete ......... 325 ARCH ST. PHILADELPHIA, PENNA. 


TODAY | aie ee nee Oe 

















ENGLISH SHOES 


Manfiad 


NOW CARRIED IN STOCK IN U. S. A. 
HERE IS ONE OF MANY STYLES 


double soles. On 
the famous 119 
Lost— British Tan 
Calf. No. 9298. 


WORLD FAMOUS 


OF NORTHAMPTON 










Stocked in 
Widths Sizes 
A—8-12 
B—7-12 
C—6-12 
D—46-12 


Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 











63 Firms to Exhibit 
At Leather Show 


New York—J. Laskin & Sons Cor- 
poration of Milwaukee have taken 
space at the Leather Show, to be held 
at the Waldorf-Astoria, New York, on 
March 31-April 1. This makes a total 
of 63 exhibiting tanners, according to 
Tanners’ Council of America. 

Restrictions will be continued at the 
Waldorf during the show whereby no 
exhibits of any sort are permitted in 
upstairs rooms. Members of the allied 
trades who have been using the facili- 
ties provided by the Allied Shoe Prod- 
ucts Show at the Belmont-Plaza have 
found this method of displaying their 
products to be effective and convenient 
to their customers. 

The usual restrictions on attendance 
remained unchanged from previous 
shows. For the first day and a half of 
the show attendance will be limited to 
shoe manufacturers, wholesalers and 
retailers, handbag manufacturers, and 
other direct customers of tanners. At 
noon on April 1 members of the allied 
trades will be admitted. In the latter 
classification fall hide and skin dealers 
and brokers, supply trades for both 
tanners and shoe manufacturers, pat- 
tern, pull-over and last manufacturers, 
non-exhibiting tanners (including mem- 
bers of the Tanners’ Council), and 
leather merchants and importers. 


H. A. MacAdam with 
L. V. Marks & Sons 


CINCINNATI, OH1I0O—H. A. MacAdam, 
formerly superintendent of the Ironton 
and Portsmouth, Ohio plants of the 





H. A. MacADAM 


Selby Shoe Company, of The Feder- 
Gregg Co., and for many years asso- 
ciated with high-grade shoemaking in 
the middle West, has joined L. V. 
Marks and Sons Company as superin- 
tendent of their plant at Augusta, Ky. 

This plant has recently carried out 
an expansion program nearly doubling 


its manufacturing space and providing 
increased production. The new super- 
vision will carry this expansion for- 
ward and at the same time bring to the 
line the higher quality aspects with 
which Mr. MacAdam has always been 
associated. 

The Augusta plant produces The L. 
V. Marks & Sons Co.’s Aerotized Arch 
Triumph shoe. 

The firm also operates a plant at 
Vanceburg, Ky., which produces a more 
popular-priced line of arch type shoes 





Promoted to Assistant Manager 
PITTSFIELD, Mass.—Ernest DeFazio 
has been appointed assistant manager 
of the Holden & Stone Company shoe 
department. He will succeed Alvin J 
Markey, who has been elevated to the 
managership upon the resignation of 
Samuel Schiff, now head of a super- 
shoe market in Schenectady, N. Y. 
Mr. DeFazio has been engaged in 
retail shoe work for several years. He 
was with the Fahey, Spencer and Wal- 
lace stores before becoming affiliated 
with Holden & Stone in January, 1940. 





Shoe Traveler Joins Army 
Cuicaco, ILt.—Hans Hoffman, sales 
representative for the Sun Shoe Mfg. 
Company, Chicago, has been recently 
inducted into the Army. Mr. Hoffman’s 
territory will be covered by either Car! 
H. Nathan or Franz H. Nathan, of the 
Sun Shoe firm, pending his return 
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Another Plymouth Winner! 


Air-conditioned for cool comfort. Made with leather sole, rub- 
ber heel, in two-tone Tan Sportmoor. Also in White 


Shubuck with Tan Trim. 
PRICE +3 25 


2%: 30 DAYS 











80 


STYLES 
IN-STOCK 


STYLE SHOES FOR MEN 

Stock Number 369 
Swank Last 

B 7 to 12 C 6to 12 D 5¥% to 12 

Write For Catalog Or Ask To See Our Salesman 


JOHN E. LUCEY SHOE CO. MIDDLEBORO, MASS. 

















Unique Merchandising Book This advertising is being presented to the trade in a 
unique and attractive merchandising book in the style 


of Life magazine, the cover of which is reproduced in 
the accompanying illustration. This book is now being 
distributed to shoe manufacturers, wholesalers, chains, 
mail order houses, department stores, and retail shoe 


To support the selling activities of manufacturers and 
retailers using Onco Insole-ated, Brown Company, the 


stores. 

The first spread in the book is devoted to the pro- 
duction of Onco Insole-ated and shows the use of this 
insole in actual factory operations, explaining why Onco 
Insole-ated builds exclusive wearing qualities into shoes 
in which it is used. 

The middle spread shows the Life advertisement 
which will appear in the March 24 issue and explains 
how retailers can be sure of getting Onco Insole-ated in 
their shoes, and how they can identify these shoes with 
the consumer advertising. 

The third spread shows the retailer how to use the 
free merchandising aids which are offered on the back 
page of the book. A return card is bound into the book 
to make it easy for retailers to order this merchandising 
material. 

This merchandising book forms part of an extensive 

A educational campaign which Brown Company is carry- 
NCO INSOLE-ATED SHOES ing on to acquaint both the public and the trade with 
the advantages of Onco Insole-ated. The campaign was 
manufacturers, will advertise unique comfort features of given initial impetus at the National Shoe Fair in Chi- 
this insole to consumers in Life magazine. cago last January. 


















WHERE 
TO 
BUY 





Women's Shoes 





NEWLY STYLED HAND TURNED COMFORTS 
IN STOCK 










RETAIL 
$3 -$4 
4T0 10 
A TO EEE 


Priced right for 
volume trade & 
dept. stores. 


Write for Catalog 


ABBOTT SHOE CO. No. Reading, Mass. | 
ESTABLISHED 1855 
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In Father’s Footsteps 


Cuicaco, Itt.—Robert (Bob) Ru- 


witch, the son of the late Simon 
Ruwitch, is carrying on where his 
father left off. Bob is representative 
for Commonwealth Shoe & Leather 


Company in Michigan, parts of Illinois 
and Wisconsin. 
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On materials be no skinflint 
The best there IS is Newflex Pigskin. 


NEWFLEX PIGSKIN 
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MOC-ABOUTS 
Men, 













MOCCASINS 








ag 
$1.00 up 
IW stock 
Style 50146 Send for NEW 
THE ARNOFF SHOECOMPANY, INC. 
101 Duane Street New York, N. Y. 








TAN ELK MOCCASINS 
For Men gee women 


— Ia — 
Outdoor and indoor Wear 
$1.65 No. 092 All Tan 









Genuine Leather 

Trimmed Throughout 

Hand Turned 

pa hand Slippers in Stock 
$1.85 











WILBUR K. FOSTER, HAVERHILL, MASS. 





ROBERT RUWITCH 


Bob graduated from the University 
of Michigan at Ann Arbor. He has in- 
terested himself in retail activities of 
the men’s shoe business, thus carrying 
into his territorial work a constructive 
element beyond the mere selling of his 
product. For many years, throughout 
the Midwest, his father was widely 
known, highly respected and progres- 
sively successful. His son is doing his 
utmost to follow in his footsteps, and 
thus far has proved himself a credi- 
table member of the men’s shoe busi- 
ness. 





Thayer McNeil Add 
New Men’s Line 


Boston, Mass.— Officials of the 
Thayer McNeil Company, operating 
the largest retail shoe store in New 
England, announce that they will add 
nationally famous Edwin Clapp shoes 
to their already well known lines of 
men’s footwear. This line will include 
not only the kangaroo and kid shoes 
for which this company has long been 
famous, but new styles, now being de- 
signed, to appeal to younger men. 
Fletcher & Company, who have been 
distributing the Edwin Clapp line at 
45 Province Street, this city, will be 
closed and thegstore manager, Curtis J. 
O’Neil, will join the Thayer McNeil 
sales staff. 

Promotion plans prepared by the 
Thayer McNeil Company include spe- 
cial direct mailings to former Fletcher 
& Company customers, general an- 
nouncements to the large Thayer 
MeNei! list of customers, and news- 





anp SHOE RECORDER, March, 22, 194! 

















Here’s a sales event you can 
cash in on—one that leading 
merchandisers of baby goods 
have found profitable in re- 


cent years: 


National Baby Week 
April 27 - May 3 


Let mothers know that you 
are ready to fit the young- 
sters as they outgrow the 
shoes of babyhood, by 
stocking Mrs. Day’s Flexible 
Walking Shoes in the 38 
sizes—sturdy, scientifically 
designed little shoes that 


fit easily—sell on sight. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 





























paper display advertisements. These 
plans will be put into effect about 
March 26 in time to catch the first of 
the Easter trade. 


C. R. Laden Takes Over 
Houston Department 


Houston, Texas—C. R. Laden has 
taken over the management of the shoe 
department at the Smart Shop. Mr. 
Laden formerly had the shoe depart- 
ment at the Ralph Rupley Fur Conm- 
pany. 

Mr. Laden plans no changes in the 
department at the Smart Shop outside 
of some remodeling. He will stock the 
same shoes he has been carrying. 
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Dates to Remember 


Allied Shoe Products and Style Ex- 
hibit, Belmont Plaza Hotel, New 
York. March 30, 31, April 1, 1941 


Official Opening of American 
Leathers and Style Conference 
for Fall, 1941, Waldorf-Astoria 
Hotel, New York. 

March 31, April 1, 1941 


Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. April 20, 21, 1941 


Spring Meeting Tanners’ Council 
of America, White Sulphur 
Springs, W. Va. May 8, 9, 1941 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, Hotel Com- 
modore, New York. 

May 11, 12, 13, 14, 1941 


Central States Shoe Fair, Sponsored 
by Joint Travelers and Retailers 
Associations, Morrison Hotel, 
Chicago, Ill. June 1, 2, 3, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, Ho- 
tels Statler and Parker House, 
Boston, Mass. June 2, 3, 4, 5, 1941 


Sixth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincin- 
nati, Ohio. June 8, 9 and 10, 1941 


Annual Convention New York State 
Shoe Retailers Association, 
Onondaga Hotel, Syracuse, N. Y. 

June 15, 16, 17, 1941 


Annual Summer Convention Iowa 
National Shoe Travelers Associa- 
tion, Chamberlain Hotel. Des 
Moines, Iowa. June 15, 16, 17, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Traveler« Acsociation. Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6. 7. 8, 1941 


























































Makes Novelty Shoe Fabrics 


New YorkK—Recent addition to shoe 
fabric houses is Roman Israel Novelty, 
Inc., well-known for beautiful hand 
appliqué work on dress fabrics. This 
company’s work in shoe fabrics includes 
cordé, nail heads, embroidery, etc. Their 
outstanding contribution to shoe styles 
is their hand-painted appliqué work, 
which is adaptable to a variety of de- 
signs and color effects. A growing 

















































































we number of quality style manufacturers 
arst of are working with the products of this 
P firm. 
New Women’s Store 
Opened in Boston 
jen has Boston, Mass.—About April 1, the 
the shoe Berkeley Shoe Store, a new venture, 
yp. Mr. will open for business at 568 Washing- 
depart- ton Street, this city. Women’s shoes 
ir Com- only will be carried and all shoes will 
sell at a flat price of $2.00. In addition 
s in the there will be carried bags and hosiery 
, outside at popular prices. Owner of the store 
tock the is Louis Goldstein, who operates the 








Boston Shoe Stores in several Maine 
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cities. Manager will be H. W. Bell, 
until recently manager of the Siegel 
Shoe Store on Summer Street, now 
closed. 


Glynn Promoted to Manager 


Des Moines, lowa—F red Glynn, for- 
merly assistant manager of Younkers 
Basement Shoe department and asso- 
ciated with that firm for eight years, 
has been made manager of the depart- 
ment. He replaces P. O. DeWitt, for- 
mer manager of the department with 
Younkers for 20 years. Mr. DeWitt 
takes on his work as representative of 





the Vitality Shoe Co. for the State of 
Pennsylvania. 





Mary Thacker Covering 
Key Cities by Air 

PASADENA, CALIF.—Mrs. Mary 
Thacker has left on ten-weeks’ trip 
in the interests of Joyce, Inc., in her 
capacity as promotional manager. This 
trip is being made entirely by air and 
will take her to 41 of the key cities 
throughout the country and will enable 
her to take part in the sales meeting of 
the Joyce organization which will be 
held in New York on May 12. 
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Jodhpurs—Riding Boots 
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JODHPURS 























ARNOFF SHOE CO. INC. || 














101 Dveee Street New York, N. Y. | 
7 om or ee } 
Workshoes | 





= MEN'S & BOYS’ WORK SHOES 


Stardilins 
Honest Value 
In Beery Pair 


TS-HART, INC. 
KEENE, WN. H. 
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Insoles that are swell to walk in, 
Specify them—Newflex Pigskin. 





NEWFLEX PIGSKIN 
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Riding Shoes 





FOR MEN, WOMEN 
end CHILDREN 


ALSO 
JOOHPUR & FIELD 
BOOTS 








Western Travelers ~ 
Hold Dinner-Dance 


SEATTLE, WaAsH.—Highlighting the 
social events of this city was the annual 
dinner-dance of the Western Shoe Trav- 
elers’ Association, which was held at 
the beautiful Inglewood Country Club 
in Kenmore. Dancing and bridge pro- 
vided entertainment for the 175 per- 
sons attending. After the Club’s fa- 
mous midnight supper, dancing was re- 
sumed until 3 A.M. In addition to the 
traveling men, retail shoe dealers from 
Seattle, Tacoma and Portland were 
present at the occasion. 

Chairman of the committee was Tom 
Hole, who was assisted by Mrs. Hole, 
Mr. and Mrs. Art Naftzger and Mrs. 
Helge Dahlberg. Casper Lane was in 
charge of the ticket distribution. 

The association now numbers some 
sixty members in good standing. It is 
actively working with the Pacific 
Northwest Shoe Retailers’ Association 
in formulating plans for the coming 
June shoe convention. This show bids 
fair to being the best one yet presented 
to the shoe fraternity by the joint ef- 
forts of the two close-working organi- 
zations. 


G. H. Sauer New 


Houston Buyer 


Houston, Texas—G. H. Sauer is 
acclimating himself to Houston 
weather. It is his first time South and 
the weather is a surprise. 

Mr. Sauer came to Sakowitz Broth- 
ers as buyer for the women’s shoe de- 
partment. He resigned after nine years 
with Napier’s Bootery as secretary of 
the firm, at Minneapolis, Minn., to 
come to Houston. 

Mr. Sauer takes the place of Harold 
Smith who resigned recently as buyer. 
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540—Patent Leather 
| 542—White Elk 


| It is profitable for merchants to sel) 
ELAM shoes and it is possible to ge! 
sizes and widths instantly throug) 
rapid in-stock service. 

Write for ELAM booklet — it's the 
guide to more sales, more customers 
more profits. 


F.S. ELAM SHOE CO; 


N Y 








Barlass Manages New 
Utica Department 


Des Mornes, lowa—H. L. Barlass. 
manager of Younkers Shoe department 
for 20 years, has taken over the man- 
agement of the shoe department of the 
New Utica, here. 














Fall Combinations in Reversed Calf 


Top: The popular Norwegian slipon with heavy white saddle stitching combinin< 







Hunt-Rankin’s Brown Bucko Calf. Below: Hunt-Rankin’s Bucko Calf in a wirz 


tip combination. 





Both shoes from the Stetson Shoe Company. 
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The MARBRIDGE 
heart of midtown New York. 
stores are nearby. 


the world. 
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Report Army to Buy 
3,000,000 More Pairs 


Boston, Mass.—Reports which can- 
not be confirmed either at the local 
Army Base or in the leather district, 
but which nevertheless persist, are to 
the effect that 3,000,000 more pairs of 
Army service shoes are to be bought 
before the end of the government’s 
fiscal year in June. Tanners are said 
to have been quietly notified to prepare 
for a largely increased demand for the 
special tannage side leather used in 
these shoes, and the invitations asking 
for bids either on the full quantity or 
on at least 1,000,000 pairs are expected 
to be issued in the near future. 

Invitations have been issued for bids 
on 100,008 pairs of leather boots with 
legging tops. Bids are to be opened at 
the Boston Quartermaster Depot on 
March 31. 


Shoe Production Slightly 


Higher in February 


New Yorx—Shoe output in Feb- 
ruary was estimated by the Tanners’ 
Council at 36,000,000 pairs. This com- 
pares with 35,651,000 in February, 
1940, an increase of 1 per cent. A 
larger gain had been shown in January 
when the increase from last year was 
8.1 per cent. However, tentative esti- 
mates of March output based on cur- 


COME TO MARKET 


EVERY SHOE NEED OF A NATION 
CAN BE FILLED HERE 

N the MARBRIDGE BUILDING are more shoe 
and allied concerns than in any other building in 
America. You see comanee lines in orderly display. 
BUILDING is in the very 
All the great retail 
All the subways, including the 
new Sixth Avenue Subway—meet at this famous 
corner of 34th and Broadway—the traffic center of 


D. S. Macdonald, Manager 


MARBRIDGE BUILDING 


47 WEST 34TH STREET 
also 1328 Broadway, New York 
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Ladies’ 
Cellophane. 








Gummed 95c Dozen Pairs 
$10.50 Gross Pairs 


z. o. (aoe $1.05 Dozen Pairs 
1.50 Gross Pairs 


SCOTT'S TONGUE PADS 


Here is a time saver and goodwill 
builder. Made from pure 100% wool 
felt, it makes a soft cushion between 
the shoe and foot. 
Improved Z. O. Adhesive Back and 
is designed to fit the tongue in either 
or Men’s sizes. 


Dozen Pair Gross Pair 


4liso—Finest line of %" and 3/16" Adhesive 
Backed Felts. 


Write for Illustrated Folder of 
Complete Scott Line of Appliances 


SCOTT FOOT APPLIANCE CO., OMAHA, NEB. 


Two Yure Zire Sellers 


scorTrT's 
SOFT FELT CUSHION 


PINCH PADS 


Guaranteed 100% Wool Felt 
Soft Cushion Pinch Pads, 
designed to relieve pinching 
Vamps and Throat. Can be 
cut to any size or shape to 
relieve pinching elsewhere 
in the shoe. Excellent grade 
Improved Z. Adhesive 
Backs or Remoistening Glue. 
Packed in Cellophane. 


Comes with new 
Packed in 
$12.00 


Prices on Request. 

















rent manufacturing schedules indicate 
a probable output of approximately 39 
million pairs. This would be a gain 
of almost 13 per cent from last March, 
when production amounted to 34,551,000 
pairs. 

Production in the first two months 
of 1941, including the February esti- 
mate, compared as follows with pre- 
vious years; 1941 (estimated), 72,632,- 
000; 1940, 69,536,000; 1939, 70,080,000; 
1938, 56,037,000; 1937, 76,657,000; and 
1936, 66,402,000 pairs. 


Trade Literature 


Children’s Shoe 
Promotion Plan 


A “Plan for Profitable Promotion of 
Children’s Scientific Shoes,” is the title 
of a pamphlet published by Dr. A. 
Posner’s Shoes, Inc., New York. The 
plan, aimed primarily at helping the 
small dealer achieve perfect fit in the 
children’s shoes he sells, is designed to 
include all children of pre-school age, 
up to size 12. 

It is, fundamentally, a plan of sup- 
plying the dealer at nominal cost with 
a basic fitting stock consisting of 68 
pairs of shoes in three styles, including 
all sizes from 2% to 12 in the widths 
which have proved to be those most 
often needed. Thus any child can be 
fitted from this working stock. In ad- 


dition, the dealer is supplied with 14 
sample pairs of all the other styles in 
this line. The sample pairs are for 
display. 

After a child has been fitted, he may 
be sold from the original 68-pair stock, 
or a style from the 14-pair display line 
may be chosen and ordered in the 
proper size and width. Thus, with a 
small investment, a greater size range 
and style range can be covered than 
would be possible in the ordinary way 
of sizing. 


Fathers and Sons in 
Recorder Shoe Family 


[CONTINUED FROM PAGE 39] 


it the current copies of Boot & SHOE 
RECORDER, and was among its early 
subscribers. Members of the firm have 
been continual readers since. 

“Is is through such a medium,” said 
Aaron Katzenstein, “that we are able to 
maintain contact with other merchants 
and manufacturers, and to have first 
hand information on that which is 
going on in the shoe world.” 

J. Katzenstein, the founder, recalls 
with great pleasure the many people of 
the trade that he has known in the past 
and gets much pleasure out of meeting 
those “old timers” who occasionally 
drop in to see him and spend a pleasant 
hour reminiscing the good old days. 


” 
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M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louis, Mo. 
"While in Town See Weil” 
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Moccasins 














TRAIL MAKER MOCCASINS 
fer MEN, WOMEN and CHILDREN 




























18 STYLES 
IN-STOCK 
pd en meer colors 
SEND 

FOR CATALOG 
SACO-MOC SHOE CORP."iz2° 
New York Ofice—Reem 430 Marbridge Bldg. 
Open Two New Units 





MempPHis, TENN.—Dan Cohen Com- 
pany opened their newest unit here, 
recently. Dan A. Cohen, company 
president, journeyed from the Cincin- 
nati offices to assist “Pic” Fleishman, 
the store’s manager, on opening day. 
The company also opened a large and 
beautiful unit in Wheeling, W. Va. 
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Double Anniversary Gift 












D. “Jack” Frost, manager of Barnett’s Bootery, 111 S. Market St., Inglewood. 

Calif., presents Mrs. A. E. Crissman with a pair of Red Cross shoes in honor of 

her 101 st birthday. Thus the anniversary of this grand old lady, who came to the 

store to be fitted, and the anniversary of Red Cross Shoes, which is celebrating 
its 50th year, was fittingly observed. 





A. C. Golden Joins 
Miller Shoe Co. 


New York—A. C. Golden, well- 
known shoe traveler in the New En- 
gland territory, where he is known to 
his many friends as “Goldie,” has re- 
cently joined the sales staff of the 
Miller Shoe Company of Cincinnati, 
Ohio. 

Mr. Golden will make his headquar- 
ters at the New York office of the com- 
pany in the Marbridge Building and 
will assist William R. Gray, who is in 
charge of this office. He will cover all 
of New England, New York City and 
New Jersey. 

Mr. Golden has had 35 years’ expe- 
rience on the road centered mainly in 
the New England territory. For the 
past three years he has covered all of 
New England and New York State for 
Rice-O’Neill and previous to that was 
with Julian & Kokenge for eight years 
in this same territory. 





Louis Bissmeyer 


CINCINNATI, OH1I0—Louis Bissmeyer, 
bookkeeper for the Dan Cohen Com- 
pany for the past 17 years, died re- 
cently after a short illness. He is 
survived by his widow, Etta Albers 
Bissmeyer, two sons, Alvin and Louis, 
and three daughters, Sister Mary Caro- 
lyn, O. S. F., Mrs. Robert Schutte, and 
Jeanette. 

Mr. Bissmeyer’s brother - in - law, 
Bishop Albers of Lansing, Mich., read 
the Pontifical High Mass. 





Krupp & Tuffly Staff 
Defense-Minded 


Houston, Texas—Krupp & Tuffly. 
Inc., shoe employees have turned de 
fense-minded since the National Guard 
was inducted into federal service 
Michael Murphy, advertising director 
and a director of Krupp & Tuffly is a 
captain and executive officer of th« 
Second Battalion, Delos A. Miller, 
salesman, is a lieutenant. Joe Siragusa, 
men’s shoe buyer; Alfred Kuhlman, 
men’s furnishings, buyer, and Roger 
A. Culberson, salesman, also are mem- 
bers of the Texas Defense Guards. 

Mr. Miller and Mr. Culberson were 
in the Texas National Guard for a 
number of years. Mr. Murphy is a fo 
mer reserve officer. 

The men attend drill one night a 
week. They are learning under the 
intensive drilling schedule that you 
certainly have to have the right kind 
of shoes for the Army and for walking, 
Mr. Murphy said. The men are re- 
quired to wear tan shoes, and after a 
few weeks of drilling they all seem to 
prefer the plain toe “Blucher” or the 
plain toe “Monk” type shoe. 





Succeeds to Manager Position 


Des Mornes, lowa—F red Baker, for- 
merly assistant manager of the shoe 
department of the New Utica has been 
named manager to succeed Paul Loud- 
ner. Mr. Loudner has gone to Daven- 
port, Iowa, where he is in charge of the 
shoe department of the M. L. Parker 
Co. 
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Ralph Baker Elected 
Indiana Travelers Head 


INDIANAPOLIS, IND.— The Indiana 
Shoe Travelers held its regular monthly 
luncheon and business meeting March 
8 in the Hotel Washington. The gen- 
eral business meeting followed the 
luncheon and several discussions were 
heard regarding a campaign for in- 
creased membership, after which it 


RALPH A. BAKER 


was decided to launch a drive for more 
active members. E. C. Smeltzer, trea- 
surer, read his annual report and the 
report of the recent Shoe Buyers’ 
Week, sponsored by the association, 
which was accepted. 

Election of officers being in order 
members proceeded to elect new blood 
into the association. Ralph A. Baker, 
one of the younger set, was nominated 
and elected president; C. A. Partee was 
chosen vice-president; R. F. Gross- 
kopf, secretary, and Joe Warrender, 
assistant secretary and E. C. Smeltzer, 
reelected treasurer. 

Directors elected were: Frank 
Brown, Harry Dunn and Herbert 
Smeltzer, Hold-overs are George Tovey 
and Ed. Bayless. 


Coward Shows Spring Styles 


New YorkK—Timing their semi-an- 
nual press showing, as usual, to a date 
when the question of new shoes for 
the new season is of immediate interest 
to the consuming public, Coward Shoe 
Co. displayed their new Spring styles 
at the Hotel Waldorf-Astoria, recently. 
The usual Coward hospitality prevailed 
as members of the trade and press 
went the rounds of the women’s, men’s 
and children’s displays and ended their 
inspection at the refreshment table. 

The Coward Shoe Co. has obtained 
the services of Miss Nancy Nuyens in 
styling this new Spring line. Miss 
Nuyens comes to Coward after nine- 
teen years of well-rounded experience 
in the comfort shoe field. In addition 
to this experience, she has “a fine 
appreciation of the particular niche 
Coward fills in the metropolitan shoe 


THE SULTAN IS ALL PUFFED UR gy @ 
WINTHROP IS USING HIM 


70 ADVERTISE 
ACTION - FRE 


(NW THE MAY 
ESQUIRE 


(Out April 15th) 


Winthrop Shoes, $6.85 to $8.85 
Colonial Grade .. . $5 to $6 








picture,” according to the company 
announcement. 


Famous-Barr Pays Tribute 
To American Shoe Designers 


St. Louis, Mo.—American shoe de- 
signers were lauded in a full-page ad- 
vertisement, Sunday, March 16, when 
Famous-Barr Co. sang their praises 
of the creators of their shoes. The 
headline and copy paid tribute to well- 
known American designers, who, ac- 
cording to the copy, “lead the world 
in creative genius.” 

A dramatic corner window, spot- 
lighting each shoe in a window-like 


<—- 
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No. 48270 Winthrop 


@ 


Winthrop’s ACTION-FREE 
shoe is going places fast — 
because its got what retail- 
ers and consumers want: 
True flexibility, Style, Value, 
and Fit. The two shoes shown 
here: No. 48270 and No. 98670 
will be featured in our next 
Esquire ad. Write today for 
the new Winthrop catalog 
showing these...and other 
outstanding Winthrop Shoes. 


WINTHROP SHOE COMPANY ~ Div: International Shoe Co. + SAINT LOUIS 


effect, carried out the dramatic Amer- 
ican designer theme. Informal model- 
ing of the shoes was held in the Shoe 
Salon for several days after the ad- 
vertisement was run. 


Named Walker Store Manager 


Fort WAYNE, IND.—W. Eugene 
Counsellor has been appointed as man- 
ager of the Walker Shoe Store, 120 
East Wayne Street, here, Mr. Counsel- 
lor has been prominently identified 
with the shoe business in Fort Wayne 
for several years, and in his new ca- 
pacity will supervise purchases and 
the fitting of corrective shoes, a line 
in which the store specializes. 





Bowling Shoes 


—-9 


PROFESSIONAL 
BOWLING SHOES 
Men's Men's Women's 

Oxford 
$2.76 


BROOKS SHOE MFG. CO. 
& Ritner Sts., Philadeiphis 


ee ee er er et ee er eres eee 


Shoe Dressing 


— 


REAL SADDLE SOAP 


1S MADE BY 


CAVALIER 


CLEANS 
PRESERVES 
SHINES 


CAVALIER 
POLISHES 


BALTIMORE 
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Children's Shoes 
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Dr. C. A. Haines 
Shoes for Children 


IN STOCK 











Betty Field in Benefit 


New York—Miss Betty Field, actress 
now appearing in “Flight to the West,” 


Israel Orphan Asylum benefit in Madi- 
son Garden. 
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New Cushion Heel Acts as Shock Absorber 


a RR 


The new heel developed 
which, with the sponge rubber middle, 


MILWwAUKEEe—During the past four 
years, George W. Herbst, of Herbst 
Shoe Manufacturing Co., Milwaukee, 
has been experimenting with ways to 
make the modern shoe serve another 
purpose, that of being a cushion 
against impact with the hard walking 
floor surfaces. Special sponge rubber, 
because of its unfaltering cushioning 
qualities, was selected as the material 
to provide the necessary added resili- 
ency, and since the greatest jar re- 
ceived in walking is absorbed by the 
heel, that seemed the logical point to 
attempt improvement. 

The first attempts embodied the use 
of sponge rubber inserted between two 
halves of an ordinary rubber heel cut 
on a line parallel to the heel base. This 
gave the improvement that we have 
come to expect from every rubber 
stamp; however, stability was some- 
what forfeited. To improve the firm- 
ness of the heel while walking, and to 
prevent any lateral slippage, the sponge 
rubber had to be molded in another 
form, and many experiments were con- 
ducted using variously molded sponge 
rubber. Finally the rubber-halved sec- 
tions were changed in desien to their 
present form: namely, that the top sec- 
tion was molded in a svientifically cal- 
culated convex form, the bottom con- 
cave, with a strip of sponge rubber 
between the two. These sections are 
so moulded that the angular force of 
impact on the rear portion of the heel 
or on any side, is subdued by a should- 
er of sponge rubber perpendicular to 
the force of impact. From any angle 
a jar is minimized and the general 
effect is similar to the difference ex- 
perienced when walking on two rugs, 
one of which has a cushioning pad be- 
neath. 

In addition to the cushioning quali- 
ties, this construction allows the use 
of a less expensive rubber for the con- 
vex top section. The cushioning effect 
of the sponge rubber insert will give 


George W. Herbst showing the specially-molded halves 
gives stability 


as well as a cushioned tread. 


longer wearing qualities to the bot- 
tom; hence, the user will receive both 
comfort and economy from their use. 
In my tests these heels have outworn 
the soles of the shoe better than two 
to one in spite of the fact that all tests 
were conducted on top-line shoes made 
by one of the foremost men’s shoe 
manufacturers. 

This heel provides somewhat the 
same advantages the pneumatic tire 
holds over the solid rubber tread. True, 
it is a more complex unit; however, 
its comfort and ultimate economy 
might well warrant its consideration 
by far-sighted manufacturers. 


Celebrate 50th Anniversary 


CINCINNATI, OH1I0O—Dan Cohen com- 
pany celebrated its fiftieth anniversary 
and published an anniversary edition 
of the Dan Cohen Bulletin, house or- 
gan. Photographs of the founders of 
the company appeared in the bulletin, 
as well as a brief historica] sketch of 
the organization. 

An interesting feature of the publi- 
cation was the photograph of a sales 
check made out Dec. 29, 1900, for a 
pair of baby shoes, and the photograph 
of the shoes themselves. These were 
brought into the store by a woman 
whose mother had purchased them for 
her 41 years ago. They retailed at 35 
cents. 


Purchases Interest in Store 


Laconia, N. H.—The interest of 
George Shapiro in the Laconia Shoe 
Co., Inc., has been purchased by Nathan 
Brindis, father of Eugene M. Brindis, 
president of the concern. Mr. Shapiro, 
former treasurer of the company, has 
returned to Boston to join his father in 
the shoe manufacturing business. 
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“E” — Fuchsia & yellow 
design on white back- 


RICE TICKETS 


head lettered in 
denom/|nations, 
Several designs in 
Samples avaliable on 


.——$1.10. 12 Doz.—$2.00 
Store Name Imprinted 
100 tleket>—$3.00 
200 tiekets—$5.00 


Ohesk with order please, un- 
less C.0.D. preferred. 





Hf you are not re- 
celving our sam- 
ple mealilings, just 
write as. 


TIME SAVERS—Colorful 


PRICE TICKETS 
They give your win- 
dows the Professional 
Touch. Also Window 
Cards 8”x14”. 
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BOOT AND SHOE 





& 


RECORDER 





209 SOUTH STATE STREET a 


CHICAGO, ILLINOIS 





John L. Horgan 


yy Gurl of Dnlotast 
" New lorks Popular 


HOTEL 


LINCOLN 


44™T0 45™ STS. AT 8 AVE. 
OUR CHOICEST ROOMS From 
1400 ROOMS each with 
Bath, Servidor, and Radio. 
# Four fine restaurants 
awarded Grand Prix 1940 
Cfd Culinary Art Exhibition. 
MARIA KRAMER 


PRESIDENT 


Gen. Mgr. 


HOTEL EDISON 
SAME OWNERSHIP 





IN THE CENTER OF MID-TOWN NEW YORK 





After Eastern Promotions 
[CONTINUED FROM PAGE 37] 


feels she will always see something 
new. Women, and men too, like to go 
to a store where there’s “something 
doing,” referring to that alertness that 
is evidenced in frequent renewing of 
in-store appearance. And HOW WE 
AMERICANS LOVE ATMOSPHERE! 
One good and easy color combination 
is delphinium blue and clear yellow. 
Try some artificial delphiniums in a 
holder made of linoleum covered in yel- 
low paper. Plug bottom of roll to hold 
sand in which to set the flowers. Then 
use cut-out blue flowers against yellow 
ground in some spots, and reverse (yel- 
low flowers on blue) in others. Sur- 
prising what a couple of dollars and a 
couple of hours will do toward bright- 
ening up the store. For accent, add a 
touch of old rose. 
Headlining after-Easter promotions: 
Shoes to reflect the elegance of your 
superbly tailored Spring Suit. 
Spectators — classic shoes with a 
bright new touch. 
Lustrous alligators bask in Spring- 
time sunshine. 
Suit shoes—tailored, but not too man. 
nish. 
Suit shoes—smooth and soft as the 
new softer suits. 
Slick, slim shoes, flattering in their 
simplicity. 


Pumps continue their merry way— 
still more important than ever. 
Antiqued calf—that glowing, burn- 
ished look in all-important tan 

shoes. 

Do you know alligators are very 
bright ? 

Proof: these alligators in glory red, 
officer blue, putty beige, sunshine 
yellow. 

Deep black of dull-surfaced gabar- 
dine, lightened with patent leather 
—to set off your pretty, colorful 
prints. 

Gabardine goes gaily on its way—so 
smart on the foot, so smart with 
the new clothes. 

New. after- Easter shoes 
lighter and brighter. 


are both 


Edward V. Sheely 


Evmira, N. Y.—Edward V. Sheely, 
82, one of the best known men in the 
leather business, who had been engaged 
in it, here, for many years and was 
active until a short time before his 
death, died, recently. He was known 
to shoe and leather men throughout 
the country, attending many of their 
gatherings. Only last year he went 
to the convention of the National 
Leather and Findings Association in 
Cleveland, accompanied by his grand- 
son. 


F. E. Arens 


St. Louis, Mo.—F. E. Arens, 48, 
secretary and director of Boyd-Welsh, 
Inc., died at Barnes Hospital, St. Louis, 
on March 11. Mr. Arens had been with 
Boyd-Welsh for the last ten years. 
Prior to that he was associated with 
the McElroy-Sloan Branch of Crad- 
dock-Terry Company. He is survived 
by his widow, Myrtle Arens. 


Shoe Man Celebrates 
80th Birthday 


DAVENPORT, IowA—William R. Lynn, 
owner of a shoe repair shop at 315 
Harrison Street, here, recently cele- 
brated his 80th birthday. Mr. Lynn 
has been doing this work for 57 years, 
33 of which have been spent in Daven- 
port. 

Mr. Lynn had been in the shoe man- 
ufacturing business in Auburn, Me., 
for twenty years, first as W. R. Lynn 
Shoe Company and later as Lunn & 
& Lynn. This latter company later be- 
came the Lunn & Sweet Company. 


Tulsa Store Remodels 


Tusa, OKLA.—The Brown Boot shop, 
18 West 5th St., Tulsa, has just com- 
pleted installation of a cooling system. 
The proprietor of the store, CG ‘A. 
Brown, announces this is the first of 
the remodeling program to be followed 
during the Spring. 
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SALESMEN WANTED 





HELP WANTED | HELP WANTED 





HERE IS A RARE 
OPPORTUNITY 
FOR 
SHO® SALESMEN 
that have an active following 


among department stores and good 
rated shoe retailers. 


We manufacture women’s styled 
arch shoes that retail for $4.00 and 
are carried in stock. 


We will consider only men who 
will give us a detailed description 
of themselves, type of shoes, ac- 
counts, and territories now selling. 


Address 87, care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 











SHOE SALESMEN to handle world’s finest 
line of white shoe dressings. Want only men 
wes known and well established in their terri- 

Give complete information to—HOUSE 
OF SF FAYRIN, Louisville, Kentucky. 


’ 
GALESMEN experienced shoe store contacts— 

sell unusual line attractive shoe polishes and 
dyes, also new rubber white powder bag with 
colored handle. Excellent opportunity. Large 
commissions. All territories. Address $89, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


SHOE SALESMAN to handle slippers and 
sandals $3.00-$4.00. Wants only men well 
known and well established in their territories. 
To be carried as a side line with a non-conflict- 
ing concern. Give complete information. Straight 
commission basis. Address $90, care Boot & 
Shoe Recorder, 100 East. 42nd Street, New 
York, N. Y. 


XPERIENCED SHOE SALESMAN | for 
quality shoe store in suburb of New York 
City. Must be thoroughly experienced in sell- 
ing; good window trimmer, and not afraid of 
work. State in detail age; religion; experience 
and salary yA genes hae and capable good 
pe egteg = es experienc capable young 
man. dress $97; care Boot & Shoe Recorder, 
100 moe 42nd Street, New York, N. Y. 














WANTED TO PURCHASE 


WANt TO BUY part interest in, entire 
plant manufacturing Infant’s re Children’s 
prewelts. Address $95, care Boot & Shoe Re- 
corder, 56th and Chestnut Sts., Philadelphia, Pa. 














WANTED—PRODUCTION MAN 


A ladies’ shoe factory, making well over 2,000 pairs of high grade shoes a day, is inviting correspondence 
from those qualified to handle its complete production unit. This man must not only understand how to 
set up records and control the records of proper sheeting, proper ticketing, taking an analysis of the fitting room 
load, analyzing the last condition, so that all things click on the basis of these figures, but must be 
able to go into the various departments, study the productive possibilities, answer the problems that would 
have to be met, know how to work the problems out with the foremen, and be able to assist the superintendent in 
production problems. 

The man we are | d in is undoubtedly now in charge of a production department in a women's shoe 
factory, or is the assistant to a production head. He must have experience over a period of years, must 
know all the ins and outs and tricks of getting action without spoiling the product. 

If ome has the above qualities and knows how to work fully and ly with people and knows 
how to get results out of them without unnecessary driving “and a Telationships, he should 
write in full, giving all qualifications and age, stating years employed in present connection, name of 
firm, what he has done in the shoe business, how long he has been a production man, and what he 
earns in his present position. 


Address 92, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 




















WANTED—PURCHASING AGENT 


For women’s shoes factory making considerably over 2,000 pairs a day of shoes retailing at 
$8.75 and $10.75. 

We want somebody who is now actively engaged covering purchasing of upper leather, sole 
leather and findings, in fact, anything that has to be bought concerned with the making of shoes. 
We prefer somebody 30 to 35 years of age now employed in a factory of the size mentioned, 
who knows how to work with associates, knows markets, knows all the tricks of using up odds 
and ends in the cutting room and is a full all-around experienced man concerning cutting and 
the cutting results in the cutting department. 

We prefer one with a fairly good education who has been accustomed to traveling to markets 
where necessary. 

Please give in full detail your experience and explain why you feel you can fill the position 
such as we are outlining. Also, advise how long you have been in the shoe business, what 
your jobs have been, how long you are presently employed, with whom and salary you get, the 
salary you will expect and what future goal you hope to obtain in the shoe business. 


Address £91, Care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 














POSITION WANTED SIDE LINE SALESMAN WTD. 








Goop SHOE MAN, Age 37; 15 years’ expe- 
rience selling highest grade women's shoes, 
desires position in retail shoe department in or 





near New York. Best references. Address $93, 


Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N.Y. i ATTENTION RETAIL 
WOULD YOU BE INTERESTED IN SE- COMMISSION MEN 


CURING THE SERVICES OF A YOUNG 





MAN, 31, SINGLE, WHO CAN SUPER- 
ee ee teat sg 

MA 16 , - Fast 1 

ENCE, A PROVEN RECORD AND THE toed ony bg oe fh 
BEST OF REFERENCES. CAN TROUBLE will be in stock April 10th. 

SHOOT ANY SHOE STORE OR DEPART- 

MENT AND GET IT GOING. SUCH A Salesman will be assisted by inten- 
MAN WISHES TO MAKE A CHANGE sive advertising campaign. 

AND CONNECT WITH A SMALL CHAIN Address complete information as to 
OF 4 TO 8 STORES. SALARY SECOND lines carried, territory covered and 
TO OPPORTUNITY. WILL GO ANY- references to— 


PLOYED AT PRESENT. FOR FURTHER ROPE SOLES, INC. 


PARTICULARS ADDRESS #85, CARE 
BOOT & SHOE RECORDER, 100 EAST 274 Medison Avenue, New York City 














42ND STREET, NEW YORK, N. Y. 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In 


all other cases each word of the 
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FOR SALE 


WANTED TO PURCHASE 


NEEDS © 


MERCHANTS’ 





OWNER of fully equipped and modern Slipper 
Factory in Pennsylvania—Capacity 200 pairs 
jaily—using no royalty machines, actively oper- 
ating now, desires selling business, or will con- 
sider partner with capital. Address with ref- 
erences and amount available for investment. 
Box $88, Boot & Shoe Recorder, 
Chestnut Sts., Philadelphia, Pa. 





LINE WANTED 


 NERGETIC MAN, with best references and 
good following wants line of Growing Girls 
Welts and McKays for Ohio and West Vir- 
vinia. Retail for $2. and $3. Address 398, 
are Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








S ALESMAN WITH MANY YEARS EX- 
PERIENCE in Wisconsin, contacting Re- 
tail Shoe and Department Stores. Sold general 
ne 17 years; last connection with National 
concern in this territory. Hard worker; knows 
retail trade thoroughly; excellent references. 
Wishes to represent Manufacturer or Jobber of 
general line or popular priced Ladies’ Shoes 
only. Address £99, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


A™ OPEN APRIL FIRST for South and 
Southwestern territory including Baltimore, 
Md. and Washington, D. C. Line must be 
right as to styling, workmanship and fitting. 
Range in price, retail, $4.00, $5.00, $6.00; Con- 
struction Sbica. Can assure a real business; 
covered this territory for years. Best of ref- 
erences. Address $86, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 








ATTENTION MANUFACTURERS! 
CAPABLE Salesman who has sold and 
merchandised Men's, Women’s and Children’s 

Footwear successfully for over twenty years, 
wants a quality line for Michigan. Well 
versed in modern merchandising methods. 
Acquainted with retailers’ problems and can ser- 
vice them in a manner that will bring a lasting 
profitable business relationship. Best references. 
Address $94, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


LINE. WANTED by Experienced Shoe Sales- 

man; established clientele in Metropolitan 
area and surrounding territory. Address $96, 
care Boot & Shoe = 100 East 42nd 
Street, New York, N. 








Handbags for Consignment 


CONSIGNMENT— 
HANDBAGS FOR CONSIGNMENT 
TO RETAIL FOR $1.00 TO $2.00 


eo een, preognn—chivtes 
25% commission for full details. 


= YORK LEATHER GOODS 
300 W. Adams St., m. 


DEARBORN 0688 




















Observes 26th Year 


JANESVILLE, Wis.—The Sid Weber 
Shoe Store, here, recently observed 
their twenty-sixth anniversary, and as 
they announced in an ad in the local 
paper, they are “going stronger than 
ever after just 26 years.” In connec- 
tion with the observance of the anni- 
versary, the store was rearranged and 
Modernized, and a new stock of shoes 
brought in. As they put it, “Celebrate? 
Ain’t got time! Too busy painting the 
place inside to paint the town in red. 
Too busy checking in new shoes, re- 
arranging store interior—you should 
Teally see the place and the colorful 
new shoes!” 


56th and | 








Buyers of Surplus Stocks 


a. A buy surplus or i ad of shee 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 











BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We ae 8 ae 2 oe shoe stocks. 
Write, wire or phone. 
BARSH & CEASAR 


19 N. Fourth St. Philadeiphia, Pa. 
Phone Market 1666 








WE BUY 
Entire «r Surplus Wholesale and Ketail 
Stocks. Also randed Shees «uch as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver. Queen Quality, Bos- 
tenians, Stetson, Red Cross, Nunno-Bush, Ere 
IRVIN BRUBIN 
“The House of Jobds’’ 
S® Reade St... Cor. Church 
Phone Barclay 7-7887 New York City 








SHOE STORES WANTED 
FOR CASH 


"s, 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request. 














MERCHANTS’ NEEDS 








BRANNOCK SHOE- 
FITTING SYSTEM 


4 WNCREASE REPEAT SALES 
Se customers return 

@ ATTRACT NEW CUSTOMERS 
One tells others 

3 SAVE % OF FITTING TIMF 
Cut down try-ons 


Write fer Deseriptive Felder 
avd sist ef shoe factories offering Brannoek Devices 
a 














Sells Interest in 
Children’s Shoe Firm 


Rocuester, N. Y.—wWilliam Boillat 
has sold out his interest in the True 
Quality Shoe Company, 90 Mill Street. 
The purchasers are his former asso- 
ciates in the business, William Haire, 





SHOE STORES 


CANNOT AFFORD TO BE WITHOUT 
ONE OR THE OTHER OF THESE 


SHOE STRETCHERS 


THEY STRETCH—THEY LENGTHEN—THEY 
EASE VAMPS—THEY LAST A LIFETIME 
SMALL AND COMPACT BUT PERFECT 
MANIPULATORS 


Made In U. 8. A. 
MAJOR TWIN STRETCHER 


working two shoes at a ye I if A. h 3 are < 
different size and kind—it renders ble 
The price complete including three pairs of C4 
and Left Lasts. Vamp Easers and Bunion Irons is 
$30.00 F.0.B8. Philadelphia. Weighs 60 Ibs 


Made in vu. 8. A. 
PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
NEW LOW PRICE 
$15.00 F. O. B. PHILADELPHIA. 
Order through your Findings Dealer or write te us 


Laing, Harrar and Chamberlin 
43 N. 3rd St. Philadelphia 











TILA I) PB 
Choe Re-Shaping Devices 
~. Alter Shoes to Fit 
* Abnormal Feet 


DUNDE SHOE RE-SHAPING DEVICES. IN¢ 


753 trole $t., Leos Angeles, Col 





William P. Coleman and Mauro Bela- 
falto. They had all been employed by 
the Kalb Shoe Manufacturing Com- 
pany and started the new business to 
make infants’ and children’s shoes 
when the Kalb firm moved to Castile, 
N. Y. 











(56) 








immediate Delivery! 
. POSNER’'S 


Len ly 


The season opens — and these 
shoes for the teen age girl — 

her sister and mother — will cell 
with ease. Buy what you need — 
get over-night delivery — from our 
complete service of Dress, Sport 
and Casual Footwear. Order the 
styles shown here — and write for 
complete brochure. 









*2.85 


SENECA 
(above) 4529%—aAll over Luggage 
Tan in Antique Finish. Leather 
Sole and 10/8 Leather Heel. Also 
available in 8/8 Leather Heel. 














JOYCE 
(above) 9316—Saddle Oxford in 
White Elkskin with Brown Calf 
Saddle. Available in six other 
Saddle combinations shown in 
brochure. Red Rubber Sole and 
Heel. 

















BLANCHE 
(above) 3926% — Patent Leather 
Elasticized Step-in with Black 
Gabardine. Also in Blue Calf with 
Blue Gabardine. 


*Teen-types carried in all sizes 
from 342 to $—Widths AAA to C. 
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Bigep mm 


BOOTS AND SHOES 





ABBOTT SHOE CO., No. Reading, Mass. .... nies @ 
ARNOFF SHCE Ss ge New York City .... ne Fak ¥ fi etdinidatell 46, 48 
BROOKS SHOE MFG. CO., Philadelphia, Pa.. TS , Fee (iiatenes 
CONNEL, J. M., SHOE Co., EE ee mines ates 48 
coo ° Du €o. ep Rochester, anid ia oae vate wen ohne ome ab oom 5 
DREW, IRVING, cons ee So. bond a axis 4 ebe ca004 080% 10 
SHOE Rochester, N. Y mS EE a ee eos @ 
ENDICOTT, ‘SGHNSON pone. on re Urinedes ies: 2nd Cover 
FOSTER, W. K., SL R CO., No kiss awe We SOG 0x00 cet eaheeheen 
GERBERICH- PAYNE SHOE Co., Mt. Joy, ath dias oc chats teen eds Back Cover 
GOODWILL SHOE CO., tec e > odéecdeces etek ewaedieis Cli odd db adeardh- 
Her he SPOT SHOE "SHOP Ss, INC., Danvilie, in ied cevbeccdands whe baleen 39 
yeaa ty E., SHOE CO., Middteboro, Mass. . ee ee ee ee eS ; 46 
FIELD & SONS, Philadelphia, Pa. ............... bok he aaece <i tie tenis 44 
MIDDLETOWN FOOTWEAR Co. Middletown, ats iw ¢0,ucn on wéel iene 47 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. ........ nad 46 
NASHUA SLIPPER co., wt Mass. i iid hawt onan ¢e4-0eeees cee bGales 60 46 
PINCUS, LESTER, SHOE CORP., New York City... EN lee ee viol ead. gia 2 
POSN DR. ‘SHOES, inc, New York City.. emeaeenéeehenenddansusesee 56 
QUEEN QUALITY B+ saps B co., ne een ccwacadeve ; 42 
ROBERTS-HAR NC., Keene, DL -stasttiheoces se sebe oes SS A4 Re, Ae 48 
ROBERTS, NOHNSON & RAND, St. Louis, Mo. of oe ae Pee goed anentaedun 26 
SACO-MOC SHOE CORP., Portiand, tS. 17 iad wean bleed shde ees denkeueten gaden 50 
oivion a SHOE CO., Chicago, PMA. cuit coat sbhatsb ads 00c0s< 09s ¢eteanstese 62 
YLOR, E. E., CORP., Boston, Mass.................-...-- PP. ao det ee Tae 37 
‘ UNITED "STATES RUBBER CO., INC., New York City... .....-. 2.2... cccee ‘taped Cove 
WEIL, Re Se is Ms Ue oc cccccccicccevccess be cide 50 
WINTHROP "SHOE COMPANY, St. Louis, Mo. .......... : 51 
LEATHER AND OTHER MATERIALS 
COLONIAL TANNING CO., Boston, Mass... .. ~~. 6... ccc ccc ccc cece cn cuuee 8rd Cove: 
ENGLAND-WALTON DIV. A. C. LAWRENCE LEA. CO., Boston, Mass............. 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich................ . . 46, 48 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


I es dd a hd kha bea deeecaw eed etebebeckeogs th 25 
BROWN CO., New York City ...........- UNGER Mat at cen Ch ck t ike waves: heute: 34, 35 
Nee ee cacanveceuseteccdpenees 52 
COMPO SHOE MACHINERY CORP., Boston, Mass...........................-....-. 1 
DAETSCH & WOODWARD. INC., Brooklyn, N. Yeo. 0 20.2002. c seco Sees eae 2 





UNITED FAST COLOR EYELET CO., Boston, Mass........ 2.66. 6 ccc ccc cneeee 38 
UNITED LAST COMPANY, Brockton, Mass... ...... 2... 6-06 cece cece n cece ee en cence 8 
UNITED SHOE MACHINERY CORP., Boston, Mass....................... Vedic. oe © 


STORE EQUIPMENT AND ACCESSORIES 


BRANNOCK DEVICE CO., Syracuse, N.Y. .....-- 6. cece cece cee ceeeces : 56 
DUNDE SHOE RE-SHAPING DEVICES, INC., Los Angeler, Cal.............. > a 
LAING, HARRAR & CHAMBERLIN, Philadelphia, _ SASS 4, cm 55 
SSorr t - co wren Swe he Ot epi Ke : $1 
TT FOO T APPLIA E co omaha, ie othedbesnbee a> eoeecce : 49 

SHOE FORM CoO., ING. pe Ke. ls pdb wenits Cdkel bbe 6d0des vt Cys Se Tad > @& 
NEW YORK LEATHER GOODS ‘CO. Chicago, tl. ........ we oe 55 





MISCELLANEOUS 
BARIS SHOE COMPANY, New vow a : 7 55 
BARSH & CEASAR, Philadel ie Mel Raa. ov whewed de cvebebeves n 55 
EASTERN COMMERCIAL ety COUN, TORGR. wo cs cc ceive cccccccccccess 44 
Coy Sie edn cncscdhcccscsstcsescavecteccsec se 2 53 
KIRSCH-BLACHER CO., INC., New York City................ Pilea iaevisadee 55 
MARBRIDGE BUILDING, New York City........... RE EE EE eee 49 
ee I I aad sew i enee cds cesses vcsscatesceses bag 55 


LEATHERS—SECTION TWO 


AGOOCS LEATHER GomerAmee, t rem = Betton, Mass.. hams Catt 
















ens 92, 

ALLIED KID CO., Boston and New Yori 69, 70, 71 
AMALGAMATED LEATHER S08: rece tec seccntccoee 86, 37 
AMERICAN HIDE & LEAT Neen nen deiecee 96 
CARR LEATHER CO Peaboay. MAGE. ee. ee seen cece ee cteceesteseeseersceeseness 68 
DONOVAN, F. Nee ee ne een lr teccdctace cence 99 
UNGAN, oa cé., Philadelphia, ek ne oe ce 91 
EVANS, JOHN Se cn cise vccccaddcece cccccccce 63 to 66 
GALLUN, A re SONS CORP., Milwaukee, Te eee pa Socks ewe 72 
GUTMANN | ‘a GOMPANY. INC., Phiiadsion 8 ty Se ae ph seniarane 83 
UBSCHMAN, &.,4 SONS, INC., Phila hen: UME Sodorudlckas c saceccs rr 
LEVOR, G., r New York C . 61 
McNEELY & PRICE, Philadelphia, iw 96 
ey MI Ses sss. cc ccgeccccccctccccce. 62 
SETON LEATHER ye 85 
SURPASS LEATHER CO., Philadelphia, P 39 
TANNERS COUNCIL OF AMERIC iNew Reembe 2)” Sop <>4na78°"°<*° 67 
TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis......................... 58 
UNITED STATES RUBBER CO., ee Div., New York City......._.. 97 






























SHOES BY REINHART SHOES, INC., NEW YORK 


give casuals and slippers 


longer wear... greater flexibility 


with Colonial Natural Sole Splits. This superior bottoming 
improves the appearance, comfort, and value of your shoes 

. and costs less. That is why Colonial Natural Sole Splits 
are being extensively used by outstanding makers of play 
shoes and slippers. For better value . . . better looks . . . and 
economy .. . specify this superior bottom on your future 
orders. 


COLONIAL TANNING CO., Split Division, BOSTON 


also tanners of 


“ATEN 
FOR THE BEST PATEN 





os Waeae 
La Qatbrst Uskot ary 


SPRING 
AND SUMMER 


Style No. 353 
Boys’ White Buck Lace Oxford 
with Brown Veal Apron, Renown 
Last, Extra Heavy Red Gristle 
Sole and Heel, Widths A to D 
Carried in Big Boys’ sizes, 6'/ to 
11, on Trend last. 


Style No. 75! 
Boys’ White Ruffie Oxford with 
Brown Kip Apron, Buster Last 
Kam-Kork Soles and Heels, 
Widths A to D. 
Carried in Big Boys’ sizes, 
BA to Il. 
Style No. 356 
Seve’ Vite » Love Gators = 
A ae | : Sie No. 75 
attached Spring Heel, Unlined : ; : ” Boys’ White Elk Lace Oxford with 
Quarter. Widths A to D. . ae °° Brown Veal Apron and Back Stay, 
Style No. 358. Same as above “22>. ase” Buster Last, Washboord Rubber 
with Black Veal Apron. Both styles rs Soles and Heels. Widths A to D. 
carried in Big Boys’ sizes, &/, to Carried in Big Boys’ sizes, 6'/, 
il, in Widths A to D. to Il 
SS appues dominate the campus in grammar, prep and high schools. Because every school boy in 
America, from 6 to 16, will want a pair within the next two weeks, and will very likely get a pair 
for Easter—SADDLES stand out as your biggest promotion for April. . . . Because of their proven 
popularity, this year Gerberich-Payne features five SADDLES in-stock, in both boys’ and big boys’ 
sizes. And, they're exactly the SADDLES these alert youngsters want. Check your SADDLE stock 
and write that order today so that you will be well prepared by Easter for the most important 


selling days in the long sport shoe selling season. 


GERBERICH - PAYNE 
SHOE COMPANY mount soy + PENNSYLVANIA 


New York Office, Marbridge Building, Room 405 Los Angeles, Hotel Lankersh ™ 





